THE MAGAZINE FOR DISTRIBUTORS AND THEIR SALESMEN 


OCTOBER 10, 1939 





INDUSTRIAL WAR BOOM? SELLER'S MARKET? 
REACTION AHEAD? Read: distributors Gear Up for War» 
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1, to 2-inch Pipe and Bolt Machine! 


' The New High-Speed BEAVER Model-A 











20 Model-A Advantages! 


* Higher speed—will out-perform any 
competitive machine. 


* Right-handed—like a lathe. 
* All controls in front—convenience. 
5 * 50% more open working space. 
— * Power to cut and thread 12-inch pipe 
; with drive shaft and geared tools. 
NOW * Covers full range—% to 2-inch. 
* Universal motor—AC or DC. 











pA .© Standard base-mounting motor. 
* Controller-type switch—reversible. 
* Rack-and-pinion feed. 
* Safety shear pin. 
lime * Wheel-and-roller cutoff (cuts pipe 
lg to 2” and bolts % to 7%”). 
ment * Knife-cutoff (automatic) optional. 





The Beaver Model-A is as portable 
aus a wheelbarrow! 





NET PRICES (USA) 


Beaver Mode \ omplete with ball-bear 
Wheel and roller cutoff for pipe and bolts and 
multiple quick-opening adjustable dieheads and 
dies to thread % to 2-inch pipe WITHOUT 
CHANGING DIES $340.00 

With one universal opening diehead and dies 

» thread % to 22-inch by changing dies $309.50 

Portable tand, as shown . ‘ $22.50 


Prices subject to change without notice! 
FOB jobbers stock. 


Write for Bulletin A and 
“What Users Say”. 


* Standard 3-jaw Cushman chuck. 

* Automatic chuck-wrench ejector. 

* All-gear driven—no belts. 

*& Quick-opening adjustable dieheads— 
ring-type (no hinge to get fouled 
with chips from dies). 

* \ to 2-inch cone reamer. 

* Oil pump on outside—accessible. 

* Outboard pipe support—stops pipe 
“whip” from rocking spindle (which 
produces flat-sided threads). 





BEAVER PIPE IQDLS 


1039 DANA AVENUE 39 Years of Highest Quality WARREN, OHIO 
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HELLER CODE SYMBOLS 
BOOST YOUR NUCUT FILE BUSINESS 


Novel feature completely identifies EVERY NUCUT File for 
length, shape and cut — pleases your customers — makes 
file buying quick and sure —makes file selling easy. 


When your customer buys NUCUT 
from you, you both benefit. The 
file buyer knows he gets what he 
asks for. The copyrighted Heller 
Code Symbol feature instantly 
gives him positive and complete 
identification—length, shape and 
cut. You benefit—because the 
efficient service you render, plus 
NUCUT’S superior file performance, 
so pleases and impresses your 
customer that he comes back to 
you with more orders time and 
again. Your NUCUT File business 
gets a boost—and so does your 
reputation. 


Get facts on HELLER NUCUT —the 


files, the franchise and the money- 
making Code Symbol feature — 
today. No obligation whatever. 


Above, left to right: 6 inch Taper, 
Code Symbol 6T; 5¥ inch Slim 
Taper, Code Symbol 5¥2V; 8 inch 
Extra Slim Taper, Code Symbol 
8X; 10 inch Flat Second Cut, Code 
Symbol 10F2; 12 inch Hand 
Smooth, Code Symbol 12H3; 12 
inch Round Second Cut, Code 
Symbol 12R2; 7 inch Square 
Smooth, Code Symbol 7S3. Right, 
12 inch Mill Bastard, Code Symbol 
12M. 


HELLER BROTHERS COMPANY 
Newark, N. J. Newcomerstown, Ohio 


HELLER NUCUT WAVY TEETH’ FILES 


PROTECTED BY U.S PAT NO 2.027 039 
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YOUR COMPANY .. 


THE LOGICAL SOURCE FOR EQUIPMENT OF THIS TYPE 






When users of power transmission 
equipment know that you have 
Link-Belt products with which to 
supply their needs you at once be- 
come the logical source of supply. 
The answer is that Link-Belt Qual- 
ity has been established—users de- 
pend on it—you benefit in increased 
sales and profits. 


The line is complete, including anti- 
friction self-aligning ball and roller 
bearing and babbitted transmission 
units, unmounted bearings for vari- 
ous industrial applications, welded 
steel base plates, friction and jaw 


ALL 144) 


POWER TRANSMISSION 


EQUIPMENT 


“LINK-BELT | 


pouer 


(VANS MS SUN 





This book telis the story 
and helps you sell 
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clutches—including the famous 
Twin Disc line, couplings, hangers, 
etc., and a full line of positive 
drives—silent and _ roller - chain 
drives, speed reducers, and variable 
speed transmissions, Investigate the 
line now. Send for 272-page Data 
Book No. 1600. 


7562-A 


LINK-BELT COMPANY 


Chicago Indianapolis Philadelphia 


Atlanta San Francisco Toronto 


Offices in Principal Cities 





* The industrial distributors of the 
Bassick line of truck casters have an 
important advantage . . . versatility of 
product ... the correct size and type 
for every customer’s specific needs .. . 
and a complete price range. 


Bassick truck casters are easy to sell... years 
of consistent advertising and outstanding 
performance in service have established the 
important factor of acceptability. Most im- 
portant, Bassick distributors are backed by a 
sound and fair sales policy . . . selective dis- 
tribution with factory cooperation that builds 
and assures a steady, profitable business—not 
only today, but for the years to come. You 
can build better business with Bassick! 


THE BASSICK COMPANY. BRIDGEPORT, CONNE 


Cree Ut 
LTD, BELLEVILLE, ONT? 


ARI 
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Centennial of Charles 
Goodyear's discovery 
of vulcanization 


E GREATEST 
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IN RUBBER 








LINCOLN is on 
the UP and UP 





Consider Seemann ‘YOU will agree 5 that 


LINCOLN LUBRICATING EQUIPMENT 
is a major line of the wee you are seeking 


Lincoln makes a complete and outstanding 
line of lubricating equipment for mainte- 
nance of all types of machinery, as well as 
for the initial fs brication of manufactured 
products. 

Lincoln’s policy of selective distribution 
was formulated with the advice and coop- 
eration of mill supply distributors, and con- 
forms with the best approved practices. 

This line includes hand operated grease 

uns, lever guns, 30-lb. and 40-lb. capacity 

igh —— grease guns, as well as larger 
units ... Lincoln air and electric operated 
Lubri ans are designed to dispense greases 
and oils directly from original 100-Ib., 400- 
Ib. and 55-gallon drums. 

Lincoln also manufactures KLEENSEAL, 
Button Head and Pin Type Fittings; also 
many fittings for special purposes, such as 
Vented KLEENSEAL Fittings for anti-fric- 
tion bearings, and Reservoir Fittings. 

A few of the many items made by Lincoln 
are illustrated. The complete Lincoln line 
is illustrated and described in Catalog No. 
60 ... Details on request. 


This Line Is Worth Investigation 












MODEL 309 TWIN CYLINDER AIRLINE LUBRIGUN dispenses 
lubricant directly from an original 100-lb. 
drum. This unit is capable of handling semi- 
solid oils, as well as viscous and fibrous greases. 
Mounted on a truck with 12” rear 
wheels and swivel front casters. 
Easily pushed from job to job. 


(Model 1017) 


MODEL 1017 (shown above) is one of several 
models of KLEENSEAL Grease Guns. All 
models of this type provide a fast, clean method 
of lubricating machinery, equipped with 
KLEENSEAL, Zerk or hydraulic fittings. Model 
1017 has 14 oz. capacity. Maxi 

—§5,000 lbs. . . . Models also available in3. 
5...Q9and 18-02. capacities. Available ae 
with coupler for button head fittings. 








LEVER-TYPE GUNS are available in both high pres- 
sure and volume types, with attachments for 
push type, pin type and button head fittings, 
Model 1061 (shown be- 
low) handles all types 
of lubricants and de- 
velops pressures up to 
10,000 lbs. ...Capacity 


(Model 1061) 18-ozs. 


LINCOLN ENGINEERING COMPANY 


Pioneer Builders of Engineered Lubricating Equipment 


ST. LOUIS, MO., U. S. A. 
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CAPACITIES 
, as TON 








WITH YALE HEADROOM SAVING HOISTS 


If you told your customer that he could enlarge his plant without > ae 
change or expense, he'd probably laugh. But—if faced with a close — 
headroom problem—he can do just that—by installing Yale Head- 

room-Saving Hoists. 


These hoists are built to save varying degrees of headroom—an 

answer for every problem. For headroom-saving of minor propor- 

tions, suggest the Clevis Type Hoist. This unit saves from 3 to 16 

inches, depending on the capacity involved. Should this prove inade- 

quate, you can next offer the Trolley Type Hoist. This will save from 

83,” to 2’ 3” according to capacity. In the event that a still 

greater saving is required, you have a trump up your sleeve that epsom | 
will settle practically any headroom problem—the Rail Hugger. 

Providing the shortest headroom available in any hand hoist .. . 

it will save from 18” to 5’ 1” depending on capacity. 


Bring up the question of headroom-saving wherever you can. It wil 
mean extra inches for your customer—extra dollars for you. 


ao @\ ; FE... THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 


IN CANADA: ST. CATHARINES, ONT. 
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—Repeat Business comes steadily 
from customers who rely on Brown & 
Sharpe Cutters to keep costs low... 


giving ADDED PROFITS to distributors 
supplying these Quality Cutters 
BS BROWN & SHARPE MFG. CO. 


Providence, R. |. 


BROWN & SHARPE 
CUTTERS 



































Celotex sheath 











| = sales will GO UP because costs really 
GO DOWN when SKILSAW zzips through Celotex, 
Masonite, Transite and other composition materials. It’s 
easy to demonstrate .. . just show your industrial cus- 
tomers how SKILSAW cuts Celotex ONE FOOT PER 
SECOND ... and you’ve got a sale! 

Industry uses SKILSAW to save time, save material 
handling, save labor costs wherever cutting has to be 
done on Bakelite panels, ebony asbestos, compositions 
—for product fabrication, general insulaiion and in 
construction operations. SKILSAW selle easier because 
it has more power, is built stronger, will do many more 
sawing jobs. Cuts wood, metal, stone and compositions. 
9 POWERFUL MODELS —a size for every need —a 


sale for every prospect! 


SKILSAW, INC. 


5033-43 Elston Avenue, Chicago 


36 E. 22nd St., New York — 182 Main St., Buffalo — 52 Brookline Ave., Boston 
15 S. 21st St., Philadelphia—2124 Main St., Dallas—-918 Union St., New Orleans 
1253 S. Flower St., Los Angeles—-2065 Webster St., Oakland. 

Canadian Branch: 85 Deloraine Ave., Toronto. 
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. DISC SANDERS - 
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Naw GRINDERS - 





You can make 
a2 
Square pocket cut ” 


ng in 
ONLY 45 SECONDS! 


~ 
A or AW AVDSSTS 


Sold Only Through Recognized Distributors 
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® Cuts lead 1 in. 
thick at the rate of 
2 ft. per minute! 
Also cuts copper, 
aluminum, steel 
and lead-covered 
cable. 








old 










® Grooves upright 
staves in wood tank 
manufacturing. 
One user saves $24 
a day cutting 
grooves 2x 1% in. 
deep. 





Ca 





EVERY INDUSTRY BUYS 
SKILSAW 


to save time and money! 


; | 


® Rips out 60 ft. of 


3 in. maple 


flooring in 10 min- 
utes! This would 
take 21% hours with 
hand saw and crow- 


bar. 




























COMES FROM 

THESE 14 SPECIALTIES : a 

A Group Found On y i 
the Gilmer Line 


Hey TAMIN-S” 












ABLE KORD iv | 
ene BELTS ra 
Foun enous om ENDLESS BELTS "a 

EDGE V 
AND cuT 
cP aT ENDLESS BELTS 
SPEEDAGE woven 
enoress BE — 
<99 AND #1010 SPLIC 
ENDLESS BELTS 
VEN E 
AND 





en cK AND ee 
OTTON DU 
CHROBER BELTS rie 





Factory Branches and Warehouses: 
Atlanta, Ga., 95 Pine Street; Chicago, Ill., 
351 East Ohio Street; Des Moines, lowa, 
414 12th Street; Houston, Texas, 1015 N. 
San Jacinto Street; New York, N. Y., 50 
Church Street; Newark, N. J., 115 Edison 
Place; San Francisco, Cal., 510 Bryant 
Street; Seattle, Wash., 307 Maritime 
Building; Tulsa, Okla., 3012 E. 15th Street. 





Our sal 
cellaneous 


" 
ee 


es of your mis~ 


and special 
t +o petter 













G. M. Appleby, General Manager, Appleby Bros. & Whittaker 
Co., Harrisburg, Pa., confidently expects to double the 1938 
volume on Gilmer products! And, with sales of Gilmer’s 
miscellaneous Specialties better than 60% of the volume of 
standard Gilmer units, Mr. Appleby’s analysis proves what 
Gilmer can prove to you. It’s this: 


YOU CAN INCREASE YOUR BELT VOLUME AT LEAST 50%... 
CAN MAKE IT MORE PROFITABLE VOLUME...WITH GILMER’S 
14 MISCELLANEOUS TRANSMISSION BELTS AND BELTING! 





Add Gilmer’s “Vitamin-S” to your volume on Multiple 
Belts, First-Grade Flat Belting and F.H.P. Belts, and 
step-up your profitable volume because it’s gained with- 
out increased inventory. 


Specialty sales (at Gilmer’s long margin of profit) are 
all plus business and don’t include the increased vol- 








L. H. GILMER COMPANY 


TACONY, PHILADELPHIA 


The Oldest Firm of Rubber 
Fabric Belt Specialists 


ume you develop on Gilmer V-Belts and First-Grade 
Transmission Belting. 


Ask the Gilmer Representative about the complete 
Gilmer Line ...how he can work with your organization 
to inject this “Vitamin-S” by the addition of added 
Miscellaneous business. 
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AMERICAN 
with the pa 


U. &S. Patents on Prodact and Methods Nos. 2,046,343; 
2,046,837, 2,046,839; 2,046,840; 2,082,086; 
Chicago Office and warehouse: 219 W. Randolph St. 
Reading Screw Company, Norristown, Po. 
(division of American Screw Co.) 


IT COSTS LESS TO USE AMERICAN 


Copyright 1939 by 


2,084,078; 2,084,079; 2.090.888. Other domestic and 
Foreign Patents Allowed and Pending. 


Detroit Office & Warehouse: 1847 W. Bethune St. 
Pacific Coast Representative: Osgood & Howell, 
Los Angeles, Seattle, San Francisco 


PLUS PHILLIPS SCREWS 


AMERICAN SCREW COMPANY - PROVIDENCE, RHODE ISLAND 
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Slotted Head and 
Phillips Recessed Head 


WOOD SCREWS 
MACHINE SCREWS 
SHEET METAL SCREWS 
STOVE BOLTS 


and a complete line of 
allied fastening devices. 





“ANCHORS AWEIGH’™ 
FOR 


Every month in Marine En- 
gineering, Jenkins launches 
a telling and selling message 
to the key Executives and En- 
gineers who build, operate 
and repair the nation’s ships. 

A different Valve is featured 
each month, in conjunction 
with ships “in the news” 
which are equipped with 

Jenkins Valves. 


Many marine em neers rec nize that the best 
is’ 0€' 


ormance is to 
long trouble-free valve poss 
"10 . ve 
pon Jenkins Valves throug al pan 
rs Cast Steel Gate Va eS 
Take this Jenkins < — =f 
mn a ” essure and total tempe’ 
steam up t° 


form to 

it’s built to Com as 
of inspection # 

of S000F. And, 

Department ; ; 

American B n up the Jenkins 


From bow to stern J © cit and sit pipe 


“standard” 

line. Bronze, iron of 
_ evalves of every 
of marine architects 


JENKINS BROS. 
Conn. At 
IIL; Houston, Tee 


—— A : 


Dominant advertising campaigns on other phases and 
types of valves—appearing in Executive, Purchasing, 
Architectural, Engineering and Special Industry publica- 
tions with an aggregate of more than 600,000 readers. 


THE MEN YOU SELL READ JENKINS ADVERTISING 
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BUSINESS 
Stands Against War 





Let us take a clear-eyed look at this thing we 
call War. 


Ws is a political tool for domination or 
suppression; a device of futility—unless it 
be waged in defense of our homes, our property or 
our rights—in the preservation of our liberty. War 
destroys everything it touches. So completely does 
it disrupt the order and progress of civilization that 
humanity falters. 

Dangerously widespread amongst our people 
today is the assumption that our participation in the 
European War is inevitable. Some mistrust the tem- 
per and program of the federal government as likely 
to lead us into it; others fear that our sympathies 
will make us an easy prey to the propagandists; still 
others suspect that business and industry, in a blind 
greed for profits, may involve us in the conflict. 


To give credence to such beliefs is to deny that 
we are normal individuals, endowed with intelli- 
gence and a will, or the ability, as a people, to profit 
by our own experience. In all human experience, 
death only is inevitable. 


To say that Industry and Business want war or 
will encourage, directly or indirectly, our participa- 
tion in the present war, is a vicious and deliberate lie. 


The millions of us who, since the World War 
twenty-five years ago, have devoted all our efforts 
and energies to creating and building and improving 
that which we know today as American Industry and 
Business, are convinced that the destiny of this 
country can be wrought only in peace. We cannot, 
and must not, stand aside and watch even the little 
progress we have made since that war sacrificed to 
the pestilence of another world conflict. We who 
are trying to build a lasting heritage for those who 
will follow us truly know that “there never was a 
good war or a bad peace”. 





Perhaps it is time to re-emphasize two of the 
three elements of our democratic faith, so simply 
stated by Abraham Lincoln, ‘that government of the 
people, by the people, for the people, shall not perish 
from the earth’. Now, of all times, it will be wise 
to inform our political stewards that government 
by the people and for the people must be the guiding 
principle in what they do during the days to come, 
and that it is our wi// that in our country peace 
shall be preserved. 


Only the grim and solitary courage of each of us, 
the determination to exert all our intelligence, all 
our individual influence in every way, can insure the 
preservation of peace for our country. 

Preparedness we know to be the most effective 
preventive weapon against the threat of war. We 
must be certain, therefore, that we provide our air, 
land and sea forces with the best in armaments and 
material, in adequate supply to maintain properly 
and impressively our national responsibilities and 
defense. 

Most important is that we as individuals, thus 
inspired, band together to exert the full strength 
of Industry and Business in the maintenance of 
peace. 


If we are to succeed, we must be forceful, we 
must be articulate. To that purpose we pledge our- 
selves and the resources of our publications. An 
expression from our readers will greatly assist in 
such a mobilization of industrial opinion. Together, 
in this critical time, we can serve America well! 


President, McGraw-Hill Publishing Company, Inc. 





This message is appearing in all McGraw-Hill industrial and business publications, 
reaching over a million readers. 

































ECONOMICAL 
PRODUCTIVE 
RELIABLE 
UNIFORM 


@ Thesearetheverdicts of an 
increasing number of In- 
dustries using NATIONAL 
Metal Cutting Tools. 


@ Many knotty metal cutting prob- 
lems have been solved for them 
by NATIONAL Service Engineers. 


@ There is a Factory Branch or a 
Distributor near you. 
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THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


- 
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¥* Distributor-Factory relation- 
ships either add to or subtract from the 
effectiveness of sales promotion methods. 
Certain factors place limitations on the 
working out of the most carefully laid 
plans. On the other hand, a desirable 
relationship between Industrial Distrib- 
utor and source of supply actually lends 
a hand to the selling job. 

The working principles of Republic's 
5-Point Policy are conducive to the suc- 
cess of progressive efforts . . . are a real 
force behind sales promotion. The Policy 
paves the way by eliminating such hin- 
drances as factory competition and ac- 
tively helps by assuring such advantages 
as prompt delivery and consistently high 
quality of products. There is complete 
cooperation in selling Republic Mechan- 
ical Rubber Goods. Republic Rubber 
Division of Lee Rubber and Tire Corp., 
Youngstown, Ohio. 


RUBBER 
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E. J. McOSKER and JOHN J. WELCH. Editors 


Sanity Amid Madness 


Bombarded on all sides by one heart-wrench- 
ing bulletin after another, we have gone out 
this month and dug up one substantial piece 
of good news. The glad tidings are these: 


Despite war and wild talk of fabulous 
profits, distributors have their feet 
planted firmly on the ground. 

The lessons of the past are unforgotten. 
As yet no one has leaped from the boat 
to swim: blindly toward the whirlpool. 


Let’s keep it that way! Let’s not forget 
that roses have thorns, that what goes up 
comes down. 

It will not be easy. Last month we had 
just a taste of the temptations that may lie 
ahead. Like the country boy subjected to 
the snares of the city, the distributor who 
had languished for ten years in stagnant 
markets found himself caught up in excite- 
ment. For him the spell of big things hap- 
pening fast, the clamor to risk-a-nickel- 
win-a-dollar, the come-on of seductive 
strangers, were intoxication itself. The 
more there is of this to come the more 
trouble he will have remembering his les- 
sons of thrift, morality and prudence. 

But we think he can do it. We talked to 
enough supply men on this subject to con- 
vince us that resistance against war fever is 
being built—right now. ‘The majority of 
them agree that close adherence to a few 


simple rules will ward off a lot of head- 
aches later. Their rules are: 


Don’t speculate . . . the uncertainties 
are too great. Furthermore, most of 
those who have analyzed such trans- 
actions find that losses incurred from 
inventory speculation are greater than 
profits from the same source. 

Don’t forget the credit rules. A new 
customer’s willingness to pay a higher 
price is not enough to warrant lifting 
credit requirements. 

Don’t neglect relationships with regu- 
lar customers. War doesn’t last forever. 
Don’t over-expand. As one writer puts 
it, “Don’t bite off in war what you 
can’t chew in peace.” 


These are the self-imposed codes of men 
whose fingers have been burned, men who 
have been through the mill. The last war 
is fresh in their memories. In fact, 1918 is 
just far enough off to provide a good per- 
spective of war's every aspect. If you are 
looking for war mongers, for profiteers who 
seek a boom no matter whence it comes, 
you will have to look a lot further than the 
industrial distributor. 

In the words of one, “War is madness 

. War is insanity, an international drunk 
followed by a world-revolting hangover 

in the end, war is always Hell!” 
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DISTRIBUTORS GEAR UP 


By EDWARD J. 


SUPPLY MEN experienced a busi- 
ness pace in September that had 
not been seen for years, generated 
principally by declaration of war in 
Europe which put new life into 
almost all branches of American 
trade and industry. But after the 
initial scramble they settled down 
to sober consideration of the pres- 
ent state of affairs and things the 
future may bring. 

One thing seems certain, an era 
ended September 1. The industry 
apparently accepts the fact that it 
must now proceed over a new and 
uncharted road presenting com- 
pletely changed conditions—but is 
uncertain whether these conditions 
will be better or worse. For the 
present the guess favors “better,” 
but there is a consciousness that 
along the path there lurk dangers 


16 
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of unknown proportions. That 
realization serves to keep most dis- 
tributors in a strictly conservative 
frame of mind. 

In briefest form, this is about 
what happened in September : 

1. Industry, which had been 
calmer than the climbing business 
indices warranted, suddenly, on 
the declaration of war, woke up to 
the fact that it was in an under- 
inventoried position. 

2. The resultant rush to stock 
up (called an inventory boom) 
benefitted distributors first. 

3. Although some buying was 
due to fears of rising prices and 
scarcity of materials, there have 
been few price boosts and fewer 
instances of shortage. In many 
lines prices have been guaranteed 
for the fourth quarter. Events, 
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Field survey shows stocks go- 
ing up but watchful 
waiting and determination not 
is attitude 


of supply men despite their 


to be stampeded 


business gains during Septem- 


ber's “inventory boom’ 
have been sufficient to 
convince most buyers that the pre- 
vious hand-to-mouth policies had 
best be abandoned and _ general 
policy now is to lay in three to six 
months supply. 

4. Very little of the September 
increase in business activity was 
generated by actual orders from 
Europe for war materials. Many 
economists feel that we were in 
for a period of better business, 
war or no war. 


however, 


One of the first things apparent 












ne 





to the distributor who sought 
something tangible by which to 
plot his course was that little could 
be gained through harking back to 
1914. Too many factors in the 
present situation vary from those 
existing 25 years ago. Today’s 
Neutrality Act and what may be- 
come of it is an element of uncer- 
tainty. Economic conditions of the 
two periods are reversed. Then it 
was depression before the war, fol- 
lowed by immediate panic, gradual 
recovery and eventual boom. In 
August, this year, business had 
been climbing and actual hostilities 
brought on a wave of business op- 
timism. Fears of possible govern- 
ment regulation of prices and prof- 
its exist. Belief that greatly in- 
creased demand for goods will 
create scarcity is offset by the ob- 
vious fact that today plant capaci- 
ties are much greater than they 
were in 1914. Further, long years 
of preparation have placed warring 
countries in better position to sup- 
ply some of their own manufactur- 
ing needs which were previously 
supplied by American industry. 
Above all is the question, “Will we 
get into it?”’—much more acute 


OR WAR 


than it was during the first two 
years of the previous war. Almost 
as frequently asked is the question, 
“How long will it last?’ Any at- 
tempt to answer either query 
would have to be based on pure 
guesswork and as such would have 
little value. 

This war, unlike its predecessor, 
found business prepared for the 
shock. But although they had had 
at least two years to consider what 
to do in case of war, distributors 
were unable to adopt any compre- 
hensive plan of action. The main 
reason for this was, of course, the 
great number of uncertainties 
which befog the future. Too, busi- 
ness in general is hesitating, deter- 
mined not to go on a war boom 
basis until it sees that there is to 
be such a boom. Distributors are 
wisely unwilling to extend them- 
























i 
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War activity: Ups and downs in industrial production during and after the 
last war. The slump at the outset lasted nearly six months. Then began a 
sharp, steady climb, reaching the high point a full year before U. S. entered. 
Dip in early 1918 is said to be caused by shortage of necessary raw materials. 
Two good years followed the war. Then came the 1921 depression 
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Acme 
Deluged by a sudden flood of orders, steel plants hailed back 40,000 men early 
in September. Here some of them pour forth from the Carnegie-Illinois 
Chicago plant after a day's work 
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selves much beyond current needs 
of their customers. 
Little speculation in stocks is 


being done. That was definitely 
proved in a quick field survey con- 
ducted by Mitt Suppvies’ editors 
during the first weeks of Septem- 
ber. True, practically all are in- 
creasing stocks, particularly on 
commodities which might become 
scarce. (In the previous war, some 
of the commodities for which de- 
mand was heaviest from the be- 
ginning were non-ferrous metals, 
brass, cutting tools, machine tools 
and screw machine products. 
There was an early scarcity of 
high speed cutting tools and a 
shortage developed on fine machin- 
ists’ tools.) 

Most distributors are increasing 
inventories by one-quarter to one- 
third. Some who normally carry 
stocks on certain lines to cover a 


30-day period are increasing to 
cover for 60 to 90 days. 

One distributor, admitting he 
was speculating a bit, reported be- 
ing turned down by his mechanical 
rubber goods manufacturer in his 
efforts to purchase a six months’ 
stock of these products at present 
prices. Another said his main pur- 
pose in increasing stocks was to 
put himself in a position to serve 
his customers in case shortages 
later developed. He added that he 
considered’ this action wise since 
the commodities in which he was 
investing were at prices as low as 
could reasonably be expected and 
were not likely to drop to any con- 
siderable extent. By and large 
the principal reason for increasing 
stocks was given as a desire to be 
in a position to serve customers 
under possible shortage conditions. 
The point that “it’s better to have 





funds invested in stock than lying 
idle in the bank,” was also ad- 
vanced. 

Practically all distributors report 
efforts by certain customers to ob- 
tain coverage on their requirements 
over a considerable period of time 
at present prices. In nearly all 
cases these proposals are being 
turned down or the terms altered. 
One distributor compromised with 
a customer by agreeing that the 
period over which deliveries would 
be made was to be radically short- 
ened and by providing that the 
goods would be paid for at market 
prices at time of delivery. Another 
said he was accepting orders at 
present prices where deliveries 
were to be made within two 
months. He felt that as yet there 
was insufficient emergency to turn 
down such orders. Still another 

(Continued on page 83) 





WAR BULLETINS 


FROM THE BUSINESS FRONT 


STEEL: Stee! mills in early Sep- 
tember recalled 40,000 workers 
and said demand would continue. 
Pittsburgh Area alone expects 
125,000 to be rehired by Thanks- 
giving. Steel operations reached 
83.8 of capacity in fourth week of 
September. Rehabilitation of steel 
plants expected to cost $40,000,- 
000. Orders swamped sales and 
clerical forces. One company re- 
ceived 100 cablegrams in single 
day from foreign sources. 


RAILROADS: On the heels of 


announcement that midwest ship- 
pers estimated need for 16 per cent 
more freight cars to handle fourth 
quarter business came railroad’s 
answer by putting in orders for 
10,750 new cars and calling back 
9,150 men. 


TEXTILES: In each of first two 


business days after declaration of 
war, trading in cotton goods shot 


up to an estimated 150,000,000 
yards—busiest time in nearly 20 
years. Many textile mills through- 
out the South are booked to capa- 
city due to sharp increases in New 
York demand for cotton cloth. 
Maine shoe, textile and electric 
equipment plants are rehiring on 
basis of increased orders. 


EMPLOYMENT: Detroit esti- 
mated 80,000 jobs opened up in 
first two weeks of September. Au- 
tomobile production jumped to 
50,000 units, and was expected to 
reach 100,000 by mid-October. 
Aircraft plants hired 6,000 men. 
West Coast backlog of orders from 
U.S. and foreign sources amounts 


to $100,000,000. 


BUILDING: Cement plants in 
Albany, N. Y., and Allentown, 
Pa., report best business in years. 
National Lumber Manufacturers 
Association reported new business 


during week ended September 16 
largest since 1930. 


METAL WORKING: National 


Machine Tool Builders’ show can- 
celled in Cleveland so entire efforts 
of the industry could be concen- 
trated on turning out greatest pos- 
sible number of machine tools. 
Gear sales jumped 26 per cent over 
August, 1938. Avalanche of or- 
ders cleaned out most machine tool 
builders of stocks of finished ma- 
chines. Some are quoting April as 
earliest delivery date. Cincinnati 
machine tool manufacturer plans 
million dollar plant expansion. 
War order of 1,000 typewriters 
received by leading producer. 
Boom expected for office equip- 
ment with Germany out of the 
competition. Remington Rand, 
Inc., reported orders for tabulat- 
ing machinery in first part of Sep- 
tember exceeded any full month’s 
total in history of the company. 
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ALL PHASES of industrial advertis- 
ing and its method of application 
when the product is sold through 
distributors were delved into Sep- 
tember 20-22 during the National 
Industrial Advertisers convention 
at Hotel New Yorker, New York. 

The experience of Westinghouse 
in drawing on the opinion of dis- 
tributors and salesmen to achieve 
improvements in design and con- 
struction of trade catalogs was de- 
scribed by J. M. McKibbin of that 
firm in a clinic, “Selling Adver- 
tising to the Sales Force.” Mr. 
McKibbin was leader of this clinic, 
with H. E. Van Petter (Goodrich) 
a co-leader. His firm also was able 
to reduce the old style pricing 
sheets from something like 15 or 
20 thick books to one simplified, 
condensed book, as a result of the 
demands and suggestions of dis- 
tributors and salesmen, according 
to Mr. McKibbin. 

At the same clinic George Row- 
land (Osborn Brush) related his 
firm’s experience in attempting to 
develop an advertising and promo- 
tion campaign on 
through distributors. 
tributor’s 


brushes sold 

“The dis- 
salesman undoubtedly 
has the best entree with operating 
men in the plant,” he said. “The 
most important job is to win the 
interest of the distributor’s sales- 
man, in order to get a fair share of 
his selling time, and to educate 
him to grasp the real sales possi- 
bilities of the product.” 

In another clinic, “Making Ex- 
hibits Profitable at Trade and In- 
dustrial Shows,” led by J. F. Apsey 
(Black & Decker) the entire sub- 
ject of industrial shows and ex- 


ADVERTISERS 
LOOK INTO 
DISTRIBUTION 


Means of linking distributor to manufacturer's 
campaign discussed at N.I.A.A. Convention 


hibits was canvassed. C. W. Ruth 
(Republic Steel) and P. Newton 
Cook (P. R. Mallory & Co.) were 
co-leaders of this clinic. This 
meeting brought out many ques- 
tions and viewpoints on the value 
of exhibits, their cost, effectiveness 
and benefits to the individual 
exhibitor. R. A. DeMott, general 
sales manager of SKF Industries 
and president of the Exhibitor’s 
Advisory Council, told of the work 
that council is doing to eliminate 
guesswork on the part of manu- 
facturers who are confronted with 
the problem of whether or not to 
exhibit. 

“Direct Mail for the Industrial 
Advertiser” was the subject of a 


third clinic, led by W. W. French 





Stanley A. Knisely, director of ad- 
vertising for Republic Steel Corp. 
and subsidiaries, is retiring president 
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Charles McDonough, advertising 
manager of Combustion Engineering 
Co., New York City, newly elected 
president of the N.I.A.A. 


(Dodge Mfg. Corp.), with C. C. 
Chamberlain (Jenkins Bros.) and 
Ralph N. Haines (New York 
Belting & Packing) co-leaders. 
“Advertising is a kit of tools,” said 
Mr. French. “And we have two 
plants—one to make products, an- 
other to make sales. The tools of 
advertising are as important to the 
latter plant as are the tools of in- 
dustry to the former. The amount 
of direct mail depends on the job to 
be done. In our own company the 
job of direct mail is to tie in the 
distributor with the organization 
and identify him with the product.” 

The work of the Sales Promo- 
tion Committee of the American 
Supply and Machinery Manufac- 
turers’ Association was related by 
Mr. Chamberlain. His quotations 
from the published findings of that 
committee were met with high in- 
terest by delegates who were un- 
familiar with this research. In 
addition, the Jenkins Bros. plan 
of preparing mailing pieces directly 
tied to the individual distributor 
and sent out to a list supplied by 
the distributor himself, was also 
related. 

Additional ‘remarks by Mr. 
French cast light on methods of 
broadening the use and effective- 
ness of direct mail. The Dodge 
firm was especially successful in 
this respect last year when it 
staged a series of sales meetings 
designed to sell the coming year’s 
advertising program to the sales 
forces of distributors. 








SEE THE LIGHT? 


Once you do, it's easy to develop enthusiasm for selling industrials 
“lighting to fit the need" — With such a program your sales of lamps 
will mount and your customers and their employees will be happier 


sy EDWARD J. McOSKER, EpIToR 


OpporTUNITIES in abundance 
beckon to industrial distributors 
and their salesmen who see the 
light and sell “lighting to fit the 
need.” 

Many distributing organizations 
are now selling lamps—and doing 
a go¢ rd job of it. They are obtain- 
ing contracts from larger indus- 
trials, municipalities, hotels and 
other markets and picking up lots 
of smaller orders from other cus- 
tomers. And this is mighty accept- 
able business. But selling lamps is 
different from selling lighting. 
Few mill supply men are really 
doing the latter. Yet, distributors’ 
salesmen are calling every day in 
the very spots where efficient illu- 
mination is most important, and a 
little study of lighting require- 
ments and the lamps to fill them 
will equip these 





salesmen to in- 
opportunities. 

Consider these facts about good 
lighting, 
markets : 



































crease their sales 


its applications and its 








Daylight falls off rapidly toward center of room and unless adequate artificial 


light ts provided, 

Every employer of people is an 
employer of eyes and as such he is 
a prospect for good lighting. 


Nine Strong Sales Points 

Properly applied good lighting 
will (1) Lessen the accident haz- 
ard, (2) improve quality of prod- 
uct, (3) improve employee effi- 
ciency, (4) decrease spoilage, (5) 
improve employee morale, (6) re- 
duce eyestrain, (7) make 24-hour 
operation possible, (8) promote 


Lighting designed to fit the need in 
the machine shop consists of a large 
area source to minimize the reflected 
glare and obtain the high visibility 
necessary for reading scales, microm- 
eters, etc., and a concentrating source 
to project light into deep borings 
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unfairly penalized by machine 
cleanliness, and (9) permit the 
utilization of every square foot of 
floor area for work tasks. 
Opportunities for the sale of 
general lighting are numerous be- 
cause every plant needs a good 
general lighting system first of all. 
Even today when little night work 
is being done, artificial lighting is 
still necessary for satisfactory day- 
time operation. Actually, daylight 
falls off so rapidly toward the cen- 
ter of a building with side windows 
that workmen 20 feet from the 
windows may receive only five 
footcandles of illumination on the 
horizontal work surface, whereas 
their more fortunate fellow work- 
ers whose machines are located 
near the windows may receive 100. 
Daylight also varies greatly 


location 

















from day to day and from hour 
to hour. Weather bureau records 
over a 29-year period show that 
in Cleveland, a fairly typical city, 
there were six hours of sunshine, 
six hours of cloudiness, and twelve 
hours of darkness in the average 
24-hour period. During the winter 
months, when production schedules 
are generally heaviest, the hours 
of sunshine decrease to an average 
of two per day. 

It is essential that the general 
lighting be reasonably uniform in 
order to eliminate shadows and 
permit the utilization of every 
square foot of floor space for work. 


On Production Lines 


It is good practice to install ade- 
quate lighting on all parts of the 
production line instead of merely 
at the final inspection. In this way 
spoilage is reduced to a minimum 
since the defective elements are 


seen as they occur. They are thus 
rejected at the source rather than 
after much time and expense has 
been expended upon a_ product 


























































which must be rejected at the final 
inspection. Inspection then be- 
comes a routine and final check 
upon work which has been ac- 
tually “inspected” throughout its 
fabrication. 

The location of outlets deter- 
mines largely how uniformly the 
light will be distributed over an 
area, just as the location of sprink- 
ler heads regulate water coverage 
in case of fire. Since factory in- 
teriors are usually divided into 
bays, these afford a convenient 
starting point in determining the 
location of the lighting units. To 
insure uniform lighting through- 
out the work area, it is desirable 
that these be symmetrically spaced 
throughout the interior and _ this 
results if the units are properly 
spaced in each bay. 

Since most work surfaces are 
of the order of 24 to 34 feet above 
the floor, the spacing, for prac- 
tical purposes, may be considered 
a function of the mounting height 
of lamps above the floor. In gen- 
eral, a spacing in feet which does 


The problem of illuminating loading 
platforms, construction work or other 
tasks of a similar nature is reduced 
to the simple job of providing an 
appropriately located outlet and prop- 
erly directing the beams through the 
use of a flexible socket [RIGHT] 


Drying with near infra-red radiation 
is something new to sell. By cutting 
drying time 5 to 15 per cent, these 
drying lamps help improve manu- 
facturing efficiency [LEFT] 


MILL SUPPLIES © OCTOBER 10, 1939 


Speaking of proper lighting and its 
effect in his plant, Joseph Keller of 
J. and A. Keller Machine Co., Buf- 
falo, N. Y., says, “The men are more 
alert and plant housekeeping, a prob- 
lem in the past and a potential ac- 
cident hazard, has been solved” 


not substantially exceed the mount- 
ing height will result in reasonably 
uniform illumination. 


Sell Supplementary Lighting 


In the industrial work world 
many operations are performed 
where a higher level of lighting is 
required than can be economically 
provided by the general lighting 
alone. Such lighting may best be 
supplied by units of large area and 
low brightness, or by concentrating 
type reflectors or the new projec- 
tor lamp located at a 
from the machine and so placed 
as to build up the illumination 
over the area where the severity 
of the visual task dictates plenty 
of light. Mounting the source out 
of reach of the operator has an 
advantage because it cannot be 
easily changed after the initial ad- 
justment, nor can it be used im- 
properly as a source for electrical 
supply for the attachment of some 
device which temporary. 

The amount of supplementary 
lighting required varies with the 
severity of the visual task. First, 

(Continued on page 87) 


distance 


may be 


* Photographs used in this article were 
furnished through courtesy of Nela Park 
Engineering Dept., General Electric Co., 
Cleveland, Ohio, and Westinghouse Electric 
& Manufacturing Co., Bloomfield, N. J. 









































“NOT TIL SHE'S SUNK” 


That's when Harry P. Leu, Inc. say they will stop making improvements in their facilities for giving 
customers more and better service with greater ease 


LAST SPRING a customer entering 
the portals of Harry P. Leu, Inc. 
in Orlando, Fla., noticed that the 
entire store was undergoing a com- 























plete renovating and redecorating 
job. Curiosity prompted him to 
nail one of the officers with, “When 
do you fellows expect to finish 
building and revamping your 
place ?” 

Can you imagine the surprised 
look on the customer’s face when 
this unexpected reply came forth? 
“Remember the old ship builder 
who was asked the same question 
and how he answered it? No! 
Well, he came right back with, 
‘Not ‘til she’s sunk, matey!’ And 
here at Harry P. Leu we don’t 


When Bob Craw isn’t busy deftly handling that newly installed switch- 
board, he’s paging customers and employees over the microphone hooked 
up to a public announcing system. Young, but capable, Bob is earning 
his spurs as an assistant price clerk, too 


Keeping close tabs on stock is a responsibility Hillman G. Baggett takes 
in his stride. With the help of those Kardex Panels, telephone inquiries 
can be handled quickly and understocking or overstocking of merchandise 
easily prevented 


ever expect to stop as long as there’s a way in which 
we can improve service to our customers.” 

In the last six months alone changes have taken 
place which bear out this philosophy of progress. 
Ground was broken for a new warehouse and within 
a short time the warehouse itself was ready for occu- 
pancy. The store and offices were enlarged to include 
a special salesmen’s office and meeting room. An 
office and display room were opened to feature the 
hardware builders’ department. 

Telephone service was speeded up by the installa- 
tion of a central switchboard. Customers and em- 
ployees in the store, warehouse or around the grounds 
now are always within paging distance of the new 
public announcing system. 





\ll this is evidence of the sincerity with which 
Harry P. Leu, Inc. is tackling the problem of keep- 
ing abreast of the times by discarding old ways of 


With the assistance of patented pamphlet boxes, labeled 
and filed alphabetically according to manufacturer, K. W. 
Bremer, in charge of advertising, makes certain manu- 
doing a job when a more efficient method is available. facturers’ literature reaches every customer by mail 
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WAGE-HOUR GRIP TIGHTENS 


Cutting to 42-hour work week to be met in various ways by distributors, but 
Saturday closing is still avoided, according to views expressed in national poll 


ON octToper 24 the Wage-Hour 
law’s screws are tightened down 
still further on most industrial dis- 
tributors and other business estab- 
lishments coming under interstate 
rules. That date, the first birthday 
of the Act, will see two more hours 
lopped off the official work week— 
coming down from 44 to 42. In 
addition, another five cents is 
added to the minimum hourly 
wage, raising it to 30 cents. Labor 
Department says about 550,000 
will be affected by wage hike, 
1,750,000 by hour cut throughout 
industry. 

Probably the severest pinch to 
distributors under these alterations 
ir. the Act will be the reduction in 
the hours worked per week by each 
employee. Executives mindful of 
the need for maintaining adequate 
service as well as complying with 
the Act are planning to meet this 
provision in a variety of ways. 
This was revealed by the divergent 
answers supplied to a questionnaire 
sent to distributors by Mitt Sup- 
PLIES. 

Tabulation of the results of this 
survey indicates that 25 per cent 
of those replying to the question- 
naire plan to cut down to a 42- 
hour work week by opening later 
in the morning, closing earlier in 
the afternoon, lengthening the 
lunch time period, or by adopting 


a combination of these methods. 
Another 15 per cent intend to 
reach the same objective by stag- 
gering working hours for individ- 
ual employees. Some are to come 
in earlier and quit earlier, others 
to come in later and quit later. 
Another 15 per cent disclaim any 
intention of cutting down to 42 
hours, but are going to pay for the 
overtime. 

Only 74 per cent of the houses 
replying plan to close shop all day 
Saturday. However, Saturday 
closing sentiment was expressed by 
a goodly number with the provi- 
sion that other supply houses in 
their territory agree, or that a 
majority of the industrial plants 
plan to close for the day. 

A surprisingly large number in- 
dicate little or no concern over the 
change in hours. This group, 20 
per cent, has been working less 
than 42 hours per week since the 
inauguration of N.R.A., and de- 
spite the fact that this law became 
a dead letter two or three years 
back, they have never changed 
their working time. 

Further results of the survey 
gave no indication that distributors 
were disturbed by the minimum 
hourly wage rates being jacked up 
from 25 to 30 cents. 

Following are a few quotations 
from replies to the Mit Suppties’ 


questionnaire showing how dis- 
tributors throughout the country 
plan to comply with the change in 
hours problem. 


Open Later, Close Earlier 


Under the new schedule it is our 
purpose to open 20 minutes later in 
the morning, or 8:20, which during 
the six work days gives us the 120- 
minute reduction required by law.— 

Salt Lake City, Utah. 


It is our intention to deduct a few 
minutes from each day including 
Saturdays, to get the total number of 
hours down from 44 to 42. We have 
not decided whether this will be done 
as to the starting of the day, or the 
ending of the day, or both.— 

Lynchburg, Va. 


At the present time we are oper- 
ating with our office employees on 
the basis of 424 hours, and so it will 
only be necessary to curtail one-hour 
from the regular schedule, which will 
probably come out of our Saturday 
workday. 

In the warehouse, with our regu- 
lar labor, we are operating on a 44- 
hour basis, and it will be necessary, 
in curtailing the two additional hours, 
to spread the time over the week, 
probably by one-half per day.— 

New Orleans, La. 


We are considering lengthening 
the noon hour 20 minutes for five 
days a week and shortening Saturday 
by 20 minutes—Des Moines, lowa. 

(Continued on page 94) 





ARE DISTRIBUTORS AFFECTED? 


Many distributors, who sell mainly intrastate, are in 


doubt as to whether or not they come under the 
provisions of the Wage-Hour Act. Frankly, there 
still seems to be some confusion on this point as it 
has not been definitely settled by Administrator An- 
drews. But the philosophy as already pronounced 
by the Wage-Hour Commission is that the distributor 
must consider both his selling and buying activities 
in setting his course. 

Which means that even though 95 per cent of 
distributor sales are made within the state, the fact 
that a large percentage of goods are bought from 


other parts of the country is enough to place the 
distributor under the provisions of this Act. This 
thinking goes back to an N.R.A. decision which held 
that the route of goods from producer to ultimate 
consumer is a continual flowing stream and that dis- 
tributors are merely way stations who play a part in 
the interstate movement of goods. 

It is entirely possible a Supreme Court ruling may 
change this, but until that occurs most distributors 
are playing safe by observing not only the letter of the 
law, but also the interpretation of it as expressed by 
Mr. Andrews. 
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SELL POWER HARNESS 


Clutches and couplings connect prime mover or motor and load throughout industry. 


COMMONEST “HARNESS” between a 
power unit—such as a turbine, 
diesel, gas engine or electric motor 
—and its direct or gear-connected 
load—is the flexible coupling. Of 
course, many small motors now 
have a reducing gear built right in, 
and some larger units have right- 
angle drives or other gear elements 
built in. But if the gear is not 
integral with the power unit or 
driven unit, a flexible coupling 
must be used each side of it. Other 
speed-reducing or speed-increasing 
equipments also require flexible 
couplings, as well as long line- 
shafts. 

The coupling itself is essentially 
simple. It consists merely of two 
“flanges” either shrunk, driven, 
keyed or held by setscrews onto 
the abutting shaft ends. Methods 
of connecting these flanges, as well 
as their shapes, vary with the 
maker. One type consists of two 
flanged sprockets connected by 
roller chain. Others have flexibly 
held bolts with an absorbent disk 
between coupling halves. Still 
others have little barrel-shaped 
rollers. And so on ad infinitum— 
there are even hydraulic units 
becoming available shortly—the in- 
tention in every case being to pro- 
vide a positive drive with flexi- 
bility, so that if the shafts are not 
perfectly aligned, the coupling can 
compensate for it. 

Couplings are usually rated as 
capable of “transmitting so-many 
horsepower at 100 r.p.m.,” based 
on most favorable conditions of 
easy starting and constant load. 
Rating usually increases directly 
with speed; thus a coupling rated 
10 hp. at 100 r.p.m. is good for 50 
hp. at 500 r.p.m. Service factors 
like those in Table I correct for 
variations in load and drive. On 
any ordinary drive, they will give 


Get in on this transmission market now! 


By E. J. TANGERMAN, Tecunicat EpITor 


a satisfactory result, but if you 
have a special drive problem, con- 
sult the coupling manufacturer. 

The capacity of a coupling in 
horsepower per 100 r.p.m. for a 
given application can be deter- 
mined by this formula: 


Coupling Capacity = 
(Hp. x F x 100) +S 


Where Hp. is the horsepower 
rating of the power unit, F the 
service factor and S the speed in 
r.p.m. at which the coupling is to 
operate. 

Assume couplings for a 20-hp., 
1,750-r.p.m. motor to drive a belt 
conveyor through a 10-to-1 gear 
reducer. A coupling will be re- 
quired on each side of the reducer. 
Service factor from Table I is 2. 
Then the motor-coupling rating at 
100 r.p.m. is (20x2x100) ~ 1,750 
= 2.3 hp., and between gear and 
conveyor (20x2x100) + 175= 
23 hp. 

It is often desirable to bring the 
driving unit up to speed before 
connecting the load, to connect and 
disconnect the load at will or to 
provide a safety element. Here 
clutches and clutch-couplings are 
used. For example, a long line- 
shaft driving a number of machines 


may be divided into sections by 
clutches so that the groups can be 
started and stopped at will, thus 
reducing power costs and wear on 
equipment. In some group drives, 
the power source is belted to a 
stubshaft between two lineshafts 
and connected to them by clutches. 
High-inertia loads like centrif- 
ugals, hammer mills, loads with 
heavy flywheels, etc., require over- 
size engines or high-starting-tor- 
que motors with expensive control 
if they are started directly by the 
driving unit. A clutch or clutch- 
coupling permits use of a power 
drive only large enough to drive 
the load, for example a simple 
squirrel-cage motor started by con- 
necting across the line. Such an 
arrangement avoids high starting 
shocks and load peaks, and often 
halves required motor capacity. 
Clutches may be divided into 
four classes: jaw, friction, mag- 
netic and hydraulic. Jaw clutches 
are mainly applicable to slow-speed 
shafts where they can be engaged 
and disengaged at rest. Friction 
and magnetic types can be opened 
and closed under full load at full 
speed. Magnetic clutches are high- 
est in first cost and require d.-c. 
power, but are easiest to control, 


A big friction clutch-coupling drives a grain elevator from a 500-hp. 
synchronous motor 



























Steel mills use plenty of clutches and couplings. 


Illinois’ new MacDonald Mill 


requiring only a pushbutton, float 
switch, pressure switch, near or 
remote. Hydraulic clutches are 
now being introduced, but are still 
highly specialized in design and 
usually for large loads. 

Clutches are usually designed to 
start and bring their rated load to 
full speed in 4 to 8 sec. If this 
time must be less, capacity must 
be proportionally greater. Sud- 
denly applied loads must be 
doubled when determining clutch 
capacity. With internal-combus- 
tion engines, increase clutch capac- 
ity 100 per cent for single-cylinder 
engines, 50 per cent for 2-cyl. en- 


gines, 25 per cent for four or more 
cylinders. If a clutch is to be en- 
gaged one or more times per hour, 
add 2 per cent to required horse- 
power for each engagement. When 
you aren’t sure what is good prac- 
tice in selecting clutches, consult 
the manufacturer. 

Essentially, a clutch coupling is 
some form of automatic clutch 
built into a somewhat enlarged 
coupling. Its friction element is 
keyed to the motor or prime-mover 
shaft, its drum to the driven shaft. 
The driving unit is accelerated 
without load until centrifugal force 
causes the friction shoes to engage 





TABLE I—SERVICE FACTORS FOR FLEXIBLE COUPLINGS 








Service 
Drive Driven Unit Factor 
a I NE A, FOE oink a oo orc conan es want seawevennee ews 1.25 
PE Fon, ois ele anal noun abn Pease Ritirwaa os eee RE 3 
Motor Centrifugal pumps and fans, blowers..............eceeeeeeeeeeeees 1.5 
Motor 3elt conveyor, bucket elevators, smooth load grinders, generators, 
factory lineshafts, light wood-working machinery................ 2 
Motor Triplex and duplex pumps, centrifugal dredge pumps, vacuum 
I MN a ek kaRe ao aeing 640d Maa eh OKC ATR A dG See 3 
Motor Screw conveyors, hoist, cranes, crushers, tube mills, pulverizers, 
hogs (steel, rubber and brass rolling mills), pulverized-fuel pumps, 
Ee IE. SINE: WII ov id nn 05+ doce ckwanisdkasenncurs 4 
Motor Compressor and well-drilling rigs............. Ke aaa ee eeeeA 5 
Engine. Centrifamal Quins afd GeiCTAtors «6. occiccccciccccescvveneeveseses 3 
Engine Plunger pumps and centrifugal dredge pumps, stokers.............. 4 
cI I ig i Liao ace diciaeinis nin’ WE emia Dae ee ba ee MOA aee wee me 5 
NT A ee ee et Tee Te ee rey ee 7 
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Here’s a big magnetic clutch in one of the mill drives at Carnegie- 


the drum at a predetermined speed 
and accelerate the load as the 
driver comes up to full speed. 
Clutch couplings may be used 
either for direct connection or in 
combination with a_ pulley or 
sheave. Some types will take a 
little misalignment. Suggest a 
flexible coupling with the clutch 
coupling where greater flexibility 
is required. 

Free-wheeling clutches have 
come into quite general use on dual 
drives from two power sources, on 

(Continued on page 86) 


Two common lineshaft clutches, both 
mechanical. No. 1 is a drum type, 
and No. 2 a finger type 
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MH iexcertionar sales opportuni- 
ties for mill supply dealers abound 
among the oil refinery engineering 
and construction companies, which 
are now doing the building work 
formerly undertaken by the refin- 
eries themselves. Because the av- 
erage life of a refinery unit, before 


it ecomes obsolete, is about five 


years, the chances are good that 
wherever there is an oil refinery in 
the United States, large or small, 
one or more of these construction 
companies will be at work. And 
with supply requirements reading 
like the index of a 1000-page mill 


supply catalog, the local suppl) 


house that first contacts the field 
superintendent on these jobs and 
renders snappy service will profit 

These construction companies 
develop and build such oil refining 
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and gasoline units as the furfural 
solvent extracting unit, the duosol, 
benzol acetone dewaxing unit, vac- 
uum pipe stills, combination crack- 
These new 
processes and improvements over 


ing units and others. 


old methods increase gasoline pro- 
manufacture lubricating 


oils with a pour test as low as 25 


duction, 


degrees F., and gasoline having 
higher octane values. Production 
costs are cut and there is a better 
utilization of the crude oil. 
Although the 


these engineering and construction 


main offices of 


companies are located principally 


in the east, they may have jobs in 
progress in Texas, Wyoming, New 
Jersey, South America and Russia 


at the same time. Purchases of 
large pumps, fractionating towers, 
large valves, fabricated pipe, etc. 
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Because obsolescence takes its toll of 
the average oil refinery in about five 
years, oil refinery and engineering and 
construction outfits are always at work 
erecting plants similar to those shown 
here. From the moment ground is 
broken for the foundation till the last 
piece of piping is installed, field super- 
intendents on these jobs turn to and 
depend on local supply houses for ser- 
vice on hundreds of items ranging 
from shovels and picks to air hose 
and welding machines 








are usually made by these main 
offices and shipped by 
methods to the local jobs. 


various 
How- 
ever, there are countless items 
that must be purchased locally and 
here is where the local supply 
house enters the picture. 
In charge of these jobs are field 























YEARS 


superintendents—educated, trained 
and travelled men—capable of su- 
pervising the erection in ten or 
twelve months time units costing 
into the millions. Since many of 
these new refinery units have 
never been built before, the respon- 
sibility for the functioning as well 
as the building of these units lies 
upon the shoulders of these super- 
intendents. Speed, of course, is 
very important. Therefore miscel- 
laneous supplies must be available 
“yesterday.” 

Our usual procedure, as a sup- 
ply house serving the oil industry, 
is to contact the superintendent 
upon his arrival on the job site. An 
effort is made to be friendly and 
to extend a courteous welcome to 
him as a stranger in the commu- 
nity. Local refinery officers with 





Photos Courtesy Foster Wheeler Corp. 


By EUGENE T. THOMPSON 


whom we are friendly are helpful 
in arranging the initial contact. 
Usually the construction superin- 
tendent is glad to see the local 
supply house representative, as he 
realizes his dependence on _ this 
source of supply. If possible, we 
arrange a Visit to our warehouse in 
order to give him an idea what he 
can obtain from us. Then our sales- 
man contacts him daily on the job. 

As the new job moves into the 
first building stage and foundations 
are started, orders come in for 
shovels, picks, wheelbarrows, cast 
iron underground pipe and fittings, 
reinforcing steel, foundation bolts, 
At the same time the super- 
intendent plans for steel erection 
and begins lining up supplies of 
manila and wire rope, tackle blocks, 
machine bolts, wrenches, pipe tools, 


etc. 


——— oa a 





Eugene T. 
Wilder Supply Co., Beaumont, Texas 


Thompson, 


Norvell- 


nails for wood scaffolding, chain 
hoists, annealed wire, shop sup- 
plies, rules, hack saws, electric 
drills, air hose, couplings and tools, 
(Continued on page Y0) 
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NO TRAFFIC JAM HERE! 


Everybody at Goodyear Rubber and Asbestos 
Co., Portland, Oregon, happy over commodious 
quarters on northwest Fifth avenue—Roomy in- 
side space provides ideal trucking and parking 
facilitiies 


By HENRY YOUNG, PACIFIC COAST EDITOR 


GOoDYEAR RUBBER. AND ASBESTOS CO., Portland, Ore- 
gon, is now housed in its new quarters at 205 
Northwest Fifth avenue. The building, formerly oc- 
cupied by the General Electric Supply Corp., was 
bought outright by Goodyear, remodeled and_re- 
decorated. 

“We now have a place to turn around in and room 
to breathe,” says L. C. Garrigus, president. “This 
building is 100 by 100 feet, two stories and basement. 
That is 35 feet wider than the old place, which gives 


us a lot more space. 

“We were determined that, in 
making a move, we were going to 
get a place where customers could 
find parking space and have easy 
access to the building at all times. 
You will see by the accompanying 
pictures how we made sure of this. 
On the Fifth avenue side, where 
the main entrance is, we cut out a 
whole section of the front wall. 
Behind this is free space 30 feet 
wide by 35 feet deep, with loading 
and unloading platform at the rear. 
This space is large enough to ac- 
commodate three of the largest 
moving vans now on the road at 
one time, without their front ends 
projecting into the street. 

“This space is closed at night 
by means of a single steel door, 


Airy, bright offices and small portion 
of first floor stock in Portland dis 
tributing firm’s up-to-date home 


- 
: 


which is 30 feet wide and 12 feet 
in the clear. The raising and low- 
ering is done by a small electric 
motor. The door weighs 8000 
pounds, and we have been informed 
that it is the largest single door of 
this type on the Pacific Coast.” 
At the present time, the Good- 
year Rubber and Asbestos Co. or- 
ganization numbers seventeen, in- 
cluding Mr. Garrigus, P. B. Keyes, 
vice-president and sales manager, 
and E. J. Morton,  secretary- 
treasurer. There are five outside 
salesmen and two counter men. 
The company is distributor for 
a number of nationally known 
manufacturers, its lines including 
mechanical rubber goods, motor 
bases, lubricants, brake lining, in- 


Goodyear Rubber and Asbestos Co.'s 
first floor stock. No crowding, but 
plenty of hose and belting to be seen 





“Now we can turn around,” said 
President Garrigus as Goodyear Rub- 
ber and Asbestos moved into roomy 
new quarters 


sulation, power specialties, refrac- 
tory cement, white cotton and 
stitched canvas belting, v-belts, belt 
lacing and protective coatings. 
While the company was incorpo- 
rated under its present name in 
1933, it is really in its 46th year 
of continuous service as a merch- 
andiser of rubber products. Mr. 
Garrigus, who organized the pres- 
ent company, has been with it and 
the predecessor organization con- 
tinuously for 40 years; Mr. Keyes, 
who went to Goodyear Rubber and 
Asbestos from Johns-Manville, for 
17 years, Mr. Morton for 32 years. 


Loading and unloading station will 
accommodate three of the largest 
vans at one time 
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A Few Questions 


1. What is the major difference in 
application of elevator belts from that 
of conveyor belts ? 

2. What kind of a load does this 
create in the elevator belt? 

3. How is this handled in belt con- 
struction ? 

4. Should safety factors be greater 
or less than with conveyor belts? 

5. What are the reasons? 

6. List the three determining fac- 
tors in deciding upon necessary belt 
“body”. 

7. What is the minimum permis- 
sible number of plies in a 12-in. belt 
handling heavy material ? 

8. How about grain or other light 
material ? 

9. Should plies be doubled when 
belt width is doubled ? 

10. What is the greatest common 
number of plies? 

11. Wherein lies the danger of too 
many plies? 

12. Does the head pulley have any- 
thing to do with number of plies? 

13. How about a 24-in. head pul- 
ley? 

14. If head-pulley diameter goes 
up to 6 ft., what happens to ply re- 
quirements ? 

15. When is the duck belt without 
cover used? 

16. How do moderately abrasive 
materials like sand and clay affect 
belt requirements ? 

17. For very heavy duty, what is 
used ? 

18. For normal steel grain buckets, 
what thickness of metal is used? 

19. li corn is leit in ears, what hap- 
pens to steel-bucket gage? 


—_ | 
—) 
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on Elevator Belts 


20. How about heavy ore? 

21. Where are malleable-iron buck- 
ets commonly used ? 

22. Where are continuous buckets 
used ? 

23. How is capacity of an elevator 
belt figured ? 

24. What purposes in addition to 
abrasion resistance does the rubber 
cover serve? 

25. How thick are standard rubber 
covers ? 

(Answers on page 91) 


Sam Supplier Helps 
the Neon Man 


“Sammy,” explained his neon-sign- 
building friend, “I need some help. 
I’ve got to build a sign for the Star 
and Circle Bar here in town and | 
can’t work out how the tube should 
run. You know—the tube has to be 


continuous, with no cross-overs. In 
memory of all the steel sheet I’ve 
bought from you, try to work it out, 
will you? Here’s the sketch of the 
sign. You can start anywhere, but 
remember the tube has to come back 
to that point again.” 

Can you help Sam Supplier? It 
shouldn’t take over five minutes. Re- 
member, the sign is to be one con- 
tinuous line of neon tubing, without 


cross-overs, 


(So you're no sign maker, eh? See 
page 93) 
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"We shouldn't have hired that All-American football player!" 
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SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 


facts through digesting. 


originally appeared. 


Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 





Two Conflicting Opinions 
On Salesmanship by Standardized Control 


Pro—It may surprise business ex- 
ecutives to learn that their salesmen 
spend considerably less than one-half 
of their time in face-to-face inter- 
views with customers—the task for 
which they are hired. Very few 
companies know exactly how many 
hours their salesmen work or how 
much time is actually devoted to 
selling their products. 

With such information available, 
it is possible to take administrative 
steps to correct maladjustment of 
time through rerouting better appor- 
tionment of effort among different 
customer classes and elimination of 


unnecessary reports. 
Audit Sales Effort 
It is als 


ecutives to audit the 


» possible for sales ex- 
sales efforts 
put forth in actual interviews. The 
general method of determining the 
factors making for success or failure 
in the 


salesman’s interview is to 


relate the volume sold to what is 
done in a 
number of interviews. 


actually said or large 
Before start- 
ing, the points to be observed must 
be placed concisely on small cards 
in such a way that observations may 
be checked rapidly. 
observations at an 


prob ibly 


In general, the 
interview will 
y include the type and size 
of customer, the salesman’s waiting 
and selling time, what the salesman 
does to discover the customer’s needs, 
the viewpoints presented, the appeals 
used, tl product 
character and ar- 
ient of his effort on the differ- 
ent products. 

When the information 
as been collected, the analysis may 
be carried out to advantage by the 


e employment of 
samples and the 


rangen 


necessary 


use of sorting and tabulating equip- 
ment.—By Donald R. G. 


Advertising and Selling. 


Cowan, 


30 


Con—I contend that no man can 
be told how many calls to make per 
day, what to say and what not to 
say. Nor can he even be expected 
to turn in a daily report of activi- 
ties, particularly one which requires 
him to tell why he didn’t get such 
and such order. He knows enough 
alibis to cover any possible sales 
situation, and the sales desk won’t 
find out the real reason for the “no 
sale” anyway. The best prefabri- 
cated control system or the most 
concise analysis can’t overcome the 
human desire to turn in a_ white- 
washed report willy-nilly. 

Just as emphatically I don’t be- 
lieve in “inspirational stuff”. What 
is inspiration for one may be noth- 
ing but a lot of hot air to another. 
[ don’t believe in “pep talks” or “pep 
meetings” or “pep” anything at all. 

I firmly do believe in keeping a 
sales staff at a constant and high 


level of production along definite 
lines. First, each man must attain 


a certain volume in his territory. 
Second, this volume must carry a 
certain desired percentage of net 
profit. Third, his cost to sell must 
not exceed a certain percentage. 
Human Approach Best 
Furthermore, my own experience 
has shown me that the human ap- 
proach is the easiest way to keep 
each man 


stride. 


producing in his best 
I must know the man to be 
able to reach him in this way. I 
must enjoy his confidence. Our 
salesmen, because they been 
treated as people, have become a 
particularly vital part of this or- 
ganization. We think we have some- 
thing in this humanized organization. 
—From an article by John D. Roberts, 
vice-president Imperial Candy Co., 
in Sales Management, September 1. 


have 
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Know Yourself 


One of the most successful sales- 
men in America gives this insight 
into his method of securing business. 

I make sixteen-calls a day. Amaz- 
ng? Not at all, but very simple. 
‘or I do not call to talk to people. 
call to show them. 

Be an earnest student of yourself. 
Study your leading desires and ten- 
dencies. Learn, by frequent  self- 
examination how to appraise your 
personality and how to improve it. 
Learn correctly your tastes and de- 
Know vourself! 

confusion 


nie oitart 


sires. 
Most 

decision. 

ease. 


comes from in- 
Decisiveness will give you 
It will enable you to proceed 
in orderly fashion with the work of 
the day. It will enable you to ac- 
complish the best possible results. 

Men of genius have a remarkable 
gift of concentration. They are not 
easily diverted from their chosen 
tasks, and resist all temptations to 
compromise with ever-waiting pleas- 
ures.—By Grenville Kleiser in Sales 
Scrap book. 


Storing Rubber Belts 


Rubber belts which are out of use 
should, if possible, be removed from 
their pulleys and stored in a cool, 
dark place in which the temperature 
never exceeds 70 deg. F. If the 
belt cannot be removed, the tension 
should be taken from it and it should 
then be treated with a solution con- 
taining 1 qt. shellac, 1 pt. alcohol, 
14 pt. household ammonia and 3 qt. 
water. This solution should be ap- 
plied to the belt with a brush, the 
whole belt being given a good coat- 
ing, particularly any cut or exposed 
edges. 

This will largely prevent (deteri- 
oration of the rubber, which so often 
spoils rubber or rubber-composition 
articles. The solution can with ad- 
vantage be applied to any rubber or 
rubber-composition article, and has 
considerable preventive action.—IV’. 
G. Warner, Textile World, Septem- 
ber, 1939. 





SELL-OSOPHY 





Your first sale every morning should be to 
sell yourself the idea that you are going 
to make this an outstanding day. Try it! 


Plan your sales as a general plans his 
battle. Be prepared ... especially pre- 
pared... to win! 




















DISASTER 





Not right now, perhaps, but 
likely to come fast as a new 


sales outlet for industrial dis- 


ow 
tributors are these mobile, 
il} 


emergency chasers 1 


WHAT is a disaster car and what 
is it used for? It is a special-bodied 


automobile capable of doing 60 
miles per hour, which stands in 
readiness, fully equipped, to go on 
a moment’s notice to any major 
disaster, outside or inside of the 
city. Such disasters include air- 
plane, railroad and 
wrecks, fires, floods, storms, ship- 


automobile 


wrecks, mine disasters, earth and 
slides, riots, and the like. 
This car has everything for render- 
ing first aid or doing emergency 


SNOW 


g 
operations. 

sriefly, the equipment consists 
of: (1) heavy devices, tools and 
tackle 


obstacles so that people can be 


to cut down and tear loose 
got out; (2) stretchers, snowshoes, 


and toboggans if needed to 
bring them to the car from the 
held; (3) first aid supplies of 


every conceivable kind; (4) 


skis 


two 


Here's all the stuff that goes into the 
disaster car as equipment—over three 
tons of it and over 1000 individual 
items. Look it over boys and pick 
out the things you would like to sell. 
Or, if you had it all yourself, how 
would you like to start an industrial 
supply business? Could be done 
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operating tables and all necessary 


surgical instruments, — sterilizers, 


gloves, caps, gowns, ete. for sur- 
geons rushed to the spot; (5) 


independent, gasoline powered 
hghting with — floodlights, 
searchlights and cable; (6) com- 
munication two-way 
radio set in the car and _port- 
able two-way set for field parties, 
with a loud speaker 


sets 


systenmis—a 


together 





View of the disaster car taken at 
drill tower of Portland Bureau of 
fires. Adequate lighting is an im- 
portant part of first aid work. Wher- 
ever power is not available, or has 
failed, it has its own lighting plants 


public address set that can be 
heard a mile from the car; (7) 
water heating and cooking devices, 
with emergency rations so that the 
crew and victims can be maintained 
in the field if necessary; (8) tents, 
biankets, clothing, heating pads 
and fan heaters to keep them pro- 
tected and warm. 

The car and all it contains are 
the outcome of a simple 
Aaron Frank, big department store 
man in Portland, Ore., was always 
interested in fire protection and 
fire fighters. Years ago, he thought 
there should be some way to get 


idea. 


hot coffee to the firemen when at 
fires and he actually equipped a 
horse-drawn coffee 
around render 


Wagon to go 
that 
From that, the idea grew. 


and simple 
service. 
He donated the first disaster car 
to the city of Portland with its 
three-ton load of equipment. It 
cost, equipment and all, $24,000. 
“Can't tell yet how widely such 
cars will be adopted,” said Joe 
Long of Woodbury & Co. “But 
the way municipalities and others 
all over the nation have been in- 
quiring about it since the news 
‘broke,’ looks like they might be 
come quite a rage. I sold my share 
(Continued on page 83) 
































TEN YEARS AGO IN MILL SUPPLIES 


LED BY A MOTORCYCLE COP AND A BRASS BAND ONA 
COMPANY TRUCK, THE FORCE OF JAMES McGRAW, INC., 
RICHMOND, VIRGINIA, STAGED A MOTOR PARADE ' THAT 
MADE THE COMPANY ‘SEEN AND HEARD? 





JM. TULL, PRESIDENT OF THE UM TULL RUBBEK & SUPPLY CO, ATLANTA 
(NOW THE J.M. TULL METAL & suPPLY CO) TOLD HOW HIS ORGANIZA- 
TION VIRTUALLY MADE ITS SALES REPRESENTATIVES 
PARTNERS IN THE COMPANY BY PAYING THEM SHARES 
OF THE FIRMS GROSS PROFITS INSTEAD OF SALARIES 
OR COMMISSIONS. 





INTEREST 
1S THE SURE. 


” 


M.J. DALY & SONS, INC., WATERBURY, CONN., 
ERECTED A MODERN BRICK GARAGE AND A 
NEW STORAGE SHED 
7 7 * 


AFTER AN ABSENCE OF SEVERAL YEARS, R.—.(B0B) 
CONWAY RETURNED TO McLAUGHLIN MILL SUPPLY CO, 
HAMMOND, JIND., (NOW THE STANDARD EQUIPMENT 
& SUPPLY CORPORATION, OF WHICH MR.CONWAY 

IS VICE PRESIDENT.) 


2 »* ~ 


G.C EDGERLY. PRESIDENT, MUNNELL € SHERRILL, PORTLAND, OREGON, 
INTERSTATE MACHINERY & ENTERED THEIR OWN 3-STORY BUILDING AT ae faye gs Ba ig 
SUPPLY (O., OMAHA, WAS THE FIRST AND STARK STREETS. 
SUBJECT OF THIS MONTH'S , & SUPPLY CO., INDIANAPOLIS, 


F . ¥* TOOK OVER THE ADDi- 
IS WE Ge NE SP mettre — 
—~—~—~—=— TIONAL DUTIES OF TREASURER 





WAIT Tite 
OUR SALESMIEN 
HEAR ABOUT 


"SBORN . 


4 
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TALK OF THE TRADE 





HELP! HELP! It may take a call for volunteers to rescue 
A. F. Ellfeldt (Pres., Ellfeldt Hardware & Machinists Supply, 
Kansas City ) He was in Berlin on August 31 . . . Said 
he had hopes of getting a boat from Holland by Oct. 6. 


INNOCENT VICTIM: Through no fault of his own, the Eight- 
Ball has backed up on Charles W. Fuhrer (Diamond Expansion 
jolt) . . . The similarity of his name to the title of Germany’s 
leader is too much for people to ignore . . . Every time Hitler 
commits another breach of international etiquette it reacts to some 
degree on our own Mr. Fuhrer .. . You can imagine that when 
he is greeted by a distributor’s staff with the official Nazi salute 
his face assumes that same frozen tolerance your wife displays 
when you begin that age-old mother-in-law joke. 


INLAND NAVY DEPT.: Invading fleets had better first reckon 

with the marine skill of Harry Ruhf (Cleveland Tool & Supply). 
In a recent Cleveland regatta Harry skippered the R-Boat, 

“Goon,” to the first victory that craft had won in two years. 


FAVORED HANGOUT: Among the most popular offices in 
Chicago last Summer was that of Sam Clark (Samuel Harris 
& Co.) ... As the hot season got started Sam (the old accordion 
man) was presented with an air conditioner as a little token of 
esteem . . . Almost immediately the line formed on the right for 
manufacturers’ men. 


BIG OPERATOR: One of the best model railroad systems 
on the Coast has been built by Tracy W. Harron (Harron, 
Rickard & McCone, San Francisco) . . . Mr. Harron’s railroad 
was recently written up in the Broderick & Bascom organ, “The 
Yellow Strand”... It includes 150 feet of track, 30 box cars, 
flat cars, refrigerators, cattle car, gondolas, Pullmans and a 4-unit 
streamliner . . . Unlike most other roads, this one pays dividends 
—‘in unadulterated joy,” as Mr. Harron puts it. 


NOTE TO TALENT SCOUTS: That rugged looking big red- 
head on the Convention Cruise, really a lamb at heart, was Frank 
Connolly (Independent Pneumatic Tool) . . . An accomplished 
violinist, he showed the cruise orchestra a few new grooves... 
While attending Notre Dame some years back Frank had his own 
orchestra and one of the featured performers was Charlie Butter- 
worth, now of Hollywood. 


INTELLIGENCE SERVICE: Ed Ball (Hajoca), that hand- 
some youngster, became a grandfather July 23... Black & 
Decker officials are doing their best to suppress pride in the fact 
that in a number of recent distributog robberies their tools have 
been the favorite booty . . . The official of what tool manufactur- 
ing firm hit the jackpot on a quarter slot machine at a recent 
Keystoner’s outing in Philadelphia? . . . Pete Boylan (W. M. 
Pattison, Cleveland) is taking a vacation and his office assures us 
that is big news . . . Add Pete: He was also recently elected 
chairman of the Cleveland A. C. bowling committee. 


REMEMBER the good old days when we used to say things were 
in a Hell of a mess? J.J.W. 
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LYON METAL PRODUCTS, Incorporated 


Announces.... 


. « « A Change In Selling Policy That 
Means NEW SALES OPPORTUNITIES 
for Qualified Mill Supply Jobbers 


@ Now qualified Mill Supply Jobbers can capitalize 
the nation-wide industrial acceptance of Lyon’s line of time, 


labor and money-saving Steel Shop Equipment! 


There is no pioneering work to be done with this long 
established, nationally advertised line. Known and used for 
years by leading manufacturers from coast to coast . . . Lyon 
Steel Shop Equipment combines the “buy-appeal” of advanced 
design and outstanding value. The line is unusually complete 
. . . featuring many new items and a wide variety of profitable- 
to-use, easy-to-sell favorites. It includes industry-proved tool 
cabinets and stands, steel benches and legs, shop desks, fold- 
ing chairs, lockers and cabinets. 


Mail coupon for new 16-page catalog and full details on our 
worthwhile jobber proposition so you may determine whether 
this established line will fit into your sales set-up! LYON 
METAL PRODUCTS, INCORPORATED, Aurora, Illinois. 


LYON METAL PRODUCTS, INCORPORATED, Aurore, Iilinos 
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LYON METAL PRODUCTS, INCORPORATED 
5310 River Street, Aurora, Mlinois 
Send copy of your new Shop Equip- 
ment Catalog No. 331 and details on 
your new selling policy. 


Name and Title 





Firm Name 





Addr 
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SELL 


THESE INDUSTRIES ARE RIPE FOR YOUR SPECIAL ATTENTION 


METALWORKING: What with Herr 
Hitler on the loose, machine tool, air- 
craft and ship plants are speeding up 

if that be possible. The Machine 
‘Tool Show (first in four years) has 
been cancelled because of the rush, 
and it looks like America’s metal- 
working plants must soon become the 
world’s workshop. They’re needing 
small tools and hand tools, mechani- 
cal-transmission and materials-han- 
dling items, and the rest of the list. 


Heatinc Apparatus, Stoves: Octo- 
ber brings the year’s peak for heat- 
ing-equipment makers. Try them on 
grinders, pipe taps, dies, insulation, 
portable tools and the like. 


RADIOS AND PHonocrapus: Another 
Fall peak, which may sell some wood 
bandsaws, screwdrivers (hand and 
power), pliers, brushes and = spray 
guns for you, among other items. 


MetAL Propucts: Tin cans, tinware, 
brass, bronze and copper plants are 
all in top production, too. That takes 
die steels, punches and dies, buffing 
wheels, sheet-metal-working tools, 
solder and irons, etc. 


CLotuinc: Mills making hosiery, 
knitted outerwear, underwear, cloth, 


and shirts should be buying power- 
transmission and materials-handling 
items along about now. 


Foop PLANTs: Bakeries, confection- 
eries, canning, preserving, beet sugar 
and flour plants are at their year’s 
busiest. See ’em about materials-han- 
dling equipment, white hose, aprons 
and boots. 


CHEMICAL PLANTs: War always 
speeds up the chemical industry any- 
how—and that’s piled on top of the 
usual October peak for cottonseed 
oil, cake, and meal plants, soap fac- 
tories and druggists’ preparations 
makers. What you can sell varies 
with the particular plant, but it’s well 
worth a look-see soon. 


LIGHTING EQUIPMENT: Shorter days 
and longer nights get in their licks 
here. See about die steels, die-shop 
tools, hand tools, buffing wheels, 
plating equipment, electrician’s tools, 
electrical parts. 


Paper Boxes: Die steels and mate- 
rials-handling equipment are the big 
needs of these plants, but they use a 
lot of other odds and ends too. It will 
pay you to investigate. 


CIGARS AND CIGARETTES: Busiest 
time o’ year here too. They buy odds 
and ends—but you'll have to go see 
first—unless your town has some 
really big plants, with more-or-less 
standard requirements. 


JEWELRY PLANts: Peak comes in late 
October. The big ones have need 
for punches, dies, die steels, mecha- 
nical transmission and all the other 
items used by metal-working plants. 
except that they use small files and 
specialized foundry items too. The 
little ones are usually costume- 
jewelry or “hand-made” jewelry 
makers, so use electric metal heaters, 
electric furnaces, ladles, soldering 
irons and solder (both lead and 
silver), fluxes, and the like. 


LumpBer PLANTS: These boys need 
power saws, blades of all types, 
mechanical-transmission and con- 
veyor elements, rasps, planer knives, 
mortising bits, and steel for routing 
and shaper bits. Their raw-material 
producers, the lumber mills, soon 
will hole in for the winter, so they'll 
be thinking about axes, peavies, cant- 
hooks, towing cable, winches, small 
engines, saws, etc. 
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hollow screws, there is a wide demand 
for special wrench equipment for this 
type of service. Set No. AL 101 
including Detachable ‘Supersocket” 
Bits and Parts forall Hex Socket Hollow- 
Screws from 1/8 to 5/8”. Williams’ uni- 
que Torque *‘Measurrench’’, B-21, illus- 


comprises 19 pieces, 


right, indicates 
proper working load for the smaller bits 
1/8 to 5/16” Hex Plug; thus avoiding 


injury to screws or bits. Tools are of 


trated in action at 


tough chrome-alloy steel, accurately 


machined and heat-treated in electric 


furnaces; chrome-plated; polished. 5-00 


COMBINATION ELECTRICAL SET NO. 1290P 


Including 8 
Midget 9/32’ 
square-drive 
“Supersock- 
ets” and 10 
Midget 
‘ “Super- 
renches” — 
complete in 

steel case. 






gy vow 
ia bay 


ww yy 


cee hpebee: 


Greatly speeds up delicate adjustment and 
assembly work. ‘“‘Superrenches’”’ have two open- 
ings of same size but at 
**Supersockets”” have straight walls for close- 
quarters work. All are made of chrome-molybde- 
num steel, heat-treated, chrome-finished. 


different angles. 





J. H. WILLIAMS & CO. 











With the steadily increasing use of 


ny ATR athe + 


Now you Can Gell 


with these Modezn Williams Weenches 


Williams’ new Torque **Measurrench” No, 8-57 com- 


bines new mechanical features with unusually rugged 


construction, Accuracy does not depend on delicate 


gears, levers, or dials but upon heavy sections of high- 
tensile steel. Right-hand torque is measured, and the 
wrench action reverses for left-hand turning. [t can be 
used with any detachable socket having 1/2” square 
drive-opening. Torque loads are measured either 
by sight reading or by sound signal for any de- 
Made of alloy 
and high-tensile steel, scientifically heat-treated 
and chrome-plate fin- 
ished with ‘ 


Sired torque to 200 foot-pounds. 


*satin”’ 
chrome handle.Length, 


19-1/2”. 


Set No. 7 illustra- 
ted. 33 pieces, in- 
cluding 24 sockets 
and 9 Attach- 
ments, complete 


in steel case, 





This Bantam pattern set has 3/8" square-drive, 
providing a minimum of tools for maximum per- 
formance on the general run of small work. 
Chrome-alloy steel, heat-treated, chrome-plated. 


Get the full facts on these fast-moving, fully-guaranteed tools. 

























HEADQUARTERS FOR 
“C” CLAMPS PIPE VISES 


PIPE TONGS THUMBNUTS& HOIST HOOKS 
REWS ' 





MILL SUPPLIES © OCTOBER 10, 1939 


EYE BOLTS 

















oe’ 
rr van i) 


ee 





Nyerhy 















| 
b+ + 
$4 44+ $44 +44 


SSS eeeeee 


i 
++ 


1933] 1934 





August supply sales registered another slight dip, 
although the fact of a substantial gain in value of the 
average order may indicate that ‘profits were better. 
Declines from levels of the previous month were 
registered in all territories except the Southern 
which climbed a single point. 


DOLLAR VALUE, AVERAGE ORDER ORDERS PER WORKING DAY 
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The sensational new Allis-Chalmers Vari-Pitch Speed Changer em- 
ploys the Vari-Pitch principle and uses Texrope Drives. It is 
sweeping variable transmission market. Aggressive advertising 
paves the way for you to make easy sales and BIG PROFITS! 


CHECK THEM YOURSELF You'll find that these are Seven 


good reasons why so many wide awake distributors are 
making a real profit with the Texrope line. You too can 
do the same. Remember, industry is modernizing for 
profit in its power transmission systems. 


MAKE A PROFIT! Meet this demand with Texrope Drives 
— Duro-brace Sheaves — Vari-Pitch Sheaves and the sen- 
sational new Vari-Pitch Speed Changer. Get the facts! 
Call the nearest Allis-Chalmers district office or write 
Allis-Chalmers, Milwaukee, Wisconsin. Find out how 
you can make a real profit with the Texrope line. 





a eee mR Ot 


BIG REASONS 
HY YOU CAR 





WITH THE 
TEXROPE LINE © 


1. WIDE MARKET Your customers in every industry 
have an application for Texrope Drives. 


2. GROWING DEMAND The increasing pressure for man- 


ufacturing profits forces your customers to call for 

Texrope Drives to increase production and cut costs. 
1 AGGRESSIVE ADVERTISIN( Texrope Drives have been 
forcefully advertised to your customers through all 
mediums from the beginning. 


4 FIRST IN THE FIELD = Antis-Chalmers originated and 
patented the multiple V-Belt drive — the drive that 
revolutionized transmission practice. 


5 ENGINEERING COOPERATION Allis-Chalmers trained 


transmission engineers help you make 
sales when needed. 


special 


6. FULL LINE ‘There's a Texrope V-belt size for every 
application — from fractional horsepower up. Also 
the Duro-brace Sheave — the Vari-Pitch Sheave — 
and the sensational new Vari-Pitch Speed Changer 
complete a full line of profit makers for you. 


], PRICED RIGHT =Your margin on TEXROPE will 
return you bigger profits on the volume you 
fast moving line. 


>) ALLUIS-CHALMERS 


get with this easy to sell 


ow 











NEWS 


New Distributor Opens 
Doors in Washington 


After purchasing the machinery 
department stock and fixtures of 
General Electric Supply Co., Wash- 
ington, D. C., E. L. Burch, W. M. 
White and C. J. Miller established 
National Equipment & Supply Co., 
at 1244 Ninth St. All of these men, 
who comprise the active personnel of 
the new organization, were employed 
for over fifteen years with the old 
National Electric Supply Co., and 
more recently with the General Elec- 
tric Supply ( orp. 

Mr. Burch has been named presi- 
dent of the new organization. The 
territory covered by the firm in 
cludes Washington, D. C., and north- 
ern Virginia and southern Maryland. 

Specialized selling in power trans- 
mission equipment and mechanical 
rubber goods will be carried on. 


Wettengel Makes 
7,000 Mile Trip 


\fter a three-week vacation trip 
through the West A. A. Wettengel, 
president of Schlafer Supply Co., 
\ ppleton, Wis., is back at his desk 
absorbed in the mill supply business 
again. Accompanied by Mrs. Wetten- 
gel and son Hubert, the tour took 
them through several of the National 
Parks and along the West coast fro 
Seattle to Los \ngeles with a few 
days spent at the San Francisco 
Fair. The fan ily ( rvered l listance 
1 some 7,000 miles 


Elifeldt Increases 
Outside Sales Staff 


Ellfeldt Hardware & Machinists 
Supply Co., Kansas City, Mo., has 
announced the addition of Ward R. 
McGavren to its sales staff. Mr. Me 
Gavren was formerly associated with 
Allied Equipment Co., of Oklahoma 
City, representing the firm in the 
northern Oklahoma territory. 

In a folder recently issued to the 
trade a complete list of machinery 
and products carried in stock by the 
Ellfeldt organization is given. 


Hesse Joins Distributor 


Clarence Hesse, formerly of the 
Carborundum Co., was recently 
added to the staff of the Western 
Iron Stores Co., Milwaukee, Wis. 
Mr. Hesse will function as a specialty 
man on grinding wheels. 
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Not content with a simple remodeling job, George T. Reynolds & Son, Inc., Providence, 
R. |., went the whole distance and installed these illuminated glass display cases with glass 
shelves and glass doors in its small tool department. Immediate results, more sales 





This interested group of supply salesmen from Hansen & Yorke Co., New York City, spent 
a day watching the wheels turn over at the Allen Manufacturing Co. plant in Hartford, 
Conn. Willis D. Horner (extreme left), Allen's New York representative, acted as guide 
for the group which included A. K. Tappenden, C. O. Breiby, R. L. Easson, E. M. Redlich, 
and E. G. Hansing 





The summer heat was still on as this group of officials and salesmen of the Ohio Injector 
Co. poured in from coast to coast for a three-day valve sales conference at Wadsworth, 
Ohio, August 3-5. In the front row, left to right, are O. |. C. officials who attended: 
W. C. Davis, sales manager; P. M. Arnall, V. P. in charge of sales; Wayne Young, 
president; Ervin Young, V. P. in charge of factory; H. G. Doster, V. P. in charge of 
engineering; and H. E. LeBeau, assistant chief metallurgist 
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“We've checked over hose and belt 


costs since we switched to HEWITT— 
and now “HEWITT” is a _ favorite 





word around here.” 








HOSE + CONVEYOR AND TRANSMISSION BELTS ¢ PACKING 


Pe ys yep 
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Accident Fatal 
To P. M. Cowan 


Pierpont M. purchasing 
agent and manager of the mill sup- 
ply department of Kelley-How- 
Thomson Co., Duluth, Minn., died 
recently as a result of a gun wound 
inflicted upon himself 


1 .22 caliber 


Mr. Cowan 
Dartmouth 
connected with 
son since 1919, 


Cowan, 


while cleaning 
rifle. 

eraduate of 
and had been 
Kelley-How-Thom- 
Previous to that 
he was associated with Marshall- 
Wells Co., another distr 
Duluth. He i 
Tut 


1¢l part Ipatec 


Was a 


College 


ibutor in 





in ath- 
aquatic 


sports, particularly rowing. 


Lewis Names Woman to 
Head Promotion Dep't 


Mrs. LeFlore Cunningham, has 
been appointed sales promotion man 
iger of the Lewis Supply ‘( 


Memphis, succeeding H. H. Stalke1 
who has moved to his former hon 

in the East. Prior to this appoint 
ment, Mrs. Cunningham was 

ant to Mr. Stalker. 

Mrs. Cunningham brings a wealth 
advertising 
The Lewis 
Supply Co. plans intensive sales pro 


} 


of promotion and 
' 


rience to this position. 


expe 


motion activities in cooperation with 
the manutacturer’s lines whom they 
represent in Memphis trade area. 
“Sales promotion in the mill sup 
| . 1 1 . . 
ply industry has been a decisive fac 
tor in increased volume of business,” 
aid Mr. Lewis, president of the 


Memphis firm. “We teel that th 


position is of 


mayor nportance t 
our company, and in selecting Mr: 
Cunningham to head the department 
our manufacturers are assured of 

plendid cooperation with their ad 
Vel { Cpa nen “ 





Enjoying the radio and a good maga- 
zine Mrs. LeFlore Cunningham spends 
a pleasant evening at home. During the 
day she is sales promotion manager of 
Lewis Supply Co., Memphis, Tenn. 


42 






Part of the spacious sales department in the new location of the J. M. Cranz Co., Buffalo, 


N. Y. Headquarters of this distributor, specializing in rubber products, now boasts of 


@ private driveway, parking lot in rear for employees’ cars, and a large auto loading room 





Fall schedule of Hardware Trade Association of New York monthly luncheon meetings 
got off to a good start at the Railroad and Machinery Club on September 19. Part of 
the turnout of 29 members is shown above relaxing after a tasty meal 














Grover Whalen must have button-holed a fresh carnation when he spotted this enthusi- 
astic group of 2000 Thermoid Co. employees and their families invading the New York 
World's Fair grounds. Chartered trains carried the group to and from Trenton, N. J., 
as part of Thermoid's annual outing 
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MILL SUPPLIES WINS 
EDITORIAL AWARD 


Survey of Today's Industrial Buying—revealing 
distributors competitive standing—Wins Award 
of Merit for Best Single Article Published Dur- 
ing the Current Year by Business Publications 


Article appeared in the May and June 1939 issues 











@\ FOR EDITORIAL ACHIEVEMENT 





























Mitt Supp ies is pleased to announce to its sub- 
scribers and readers that it was selected as winner 
of the Award of Merit—‘“for the best single article 
or editorial published during the twelve months end- 
ing August 1, 1939.” The editorial achievement 
competition was sponsored by INDUSTRIAL MARKET- 
ING, the business paper of industrial advertising and 
marketing. 

The article which won the award for Mitt Sup- 
PLIES was the Survey of Industrial Buying which 
appeared in the recent May and June issues. This 
survey set out to learn exactly where the distributor 
stands in his competitive battle and the information 
developed came from actual field calls on buyers. 

There were eighty-eight entries in the contest won 
by MILt SuppPLigs. 

We feel the award is more a tribute to the industrial 
distributor industry than to Mitt Suppties, because 
the article was based on confidential information 
given our editors by distributors—ample evidence of 
their sincere desire to contribute to the welfare and 
progress of their industry. 

Editing Mitt Suppvies is a stimulating and inspir- 
ing work with such fine cooperation and interest from 
the men in the field we serve. 





WHO'S WINNING ERERBETTLE 
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Alemite Dot Fittings are ruggedly built 
for heavy duty use; available in differ- 
ent angles and thread sizes; heavily 
cadmium plated. 


a7 


Alemite Hydraulic Fittings, world’s 
most popular lubrication fitting for 
most industrial and automotive re- 
quirements; can't leak under pressure. 


Alemite Button Head Fit- 
tings are designed for 
bearings requiring a vol- 
ume of lubricant, such as 
heavy machines and con- 
tractors’ equipment. 


= 


2 
Alemite Flush Type Fit- 
tings meet need where 
lack of clearance pro- 
hibits use of protruding 
fittings. 











The line that brings you 
plenty repeat sales from 
satisfied customers 





“HALLOWELL’ 


STEEL SHOP EQUIPMENT 





“HALLOWELL” STEEL BENCHES 





Pat'd and Pat's Pend'g 
ig. 732 


Drawer is extra 


Buyers are quick to recognize the many 
advantages offered by ‘‘Hallowell’’ 
Benches. The fact that you can supply 
them with a bench that will exactly fill 
their need right from stock is usually a 
deciding factor. “Hallowell” Benches 
have smooth steel tops—rigid flanged legs 
—ample shelf space and pilfer-proof 
drawer if desired. 


“HALLOWELL” STEEL TRUCKS 








Fig. 754. Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 
them “Hallowells”. The steel platforms 
won’t chip or splinter . .. all parts will 
stay rigid . . . wheels and hubs are made 
for easy rolling, and they’re supplied in 
wide variety. 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig. 705 


Moves easily 
wherever it’s 
needed; an easy 
stand to sell 
Made in a vari- 
ety of types for 
all purposes. 




















“HALLOWELL" STEEL STOOLS 





Fig. 1334 
Pat. Applied For 





Pat. 
— Fig. 1249 
The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL” 
STEEL LIFT TRUCK PLATFORMS 





Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit. 


“HALLOWELL” 
STEEL SHAFT 
COLLARS 


Unbreakability 
and machine 
finish combined 
with low price 
give these collars 
a world-wide 
popularity. For 


greater protection 
now supplied with 
“Unbrako” Self- 
Locking Set 
Screws. 


Fig. 1432 






"PIONEER" 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger 

and the only 
hanger with inte- 
gral feet. Mil- 
lions in use the 


world over. a 
Write for 
LITERATURE | STANDARD PRESSED STEEL Co. 
DEALERS’ BRANCHES JENKINTOWN, PENNA. SRANCHES 
BOSTON CHICAGO 
PROPOSITION DETROIT Box 519 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 
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C. W. "Ted" Grange (left) has joined 

the Stewart-Warner Corp., as advertis- 

ing manager with L. R. Light (right) as 
assistant to Mr. Grange 


National Association 
Names Committees 


Announcement has just been made 
by C. E. Curtis, president National 
Supply & Machinery Distributors’ 
Association of the following com- 
mittees to serve during the current 
year: 


MANUFACTURERS’ RELATION Com- 


MITTEE—Chairman, H. H. Kuhn 
Hardware & Supply Co., Akron, 
Ohio; Vice-Chairman, Percy Rid- 


ings, Syracuse Supply Co., Syracuse, 
N. Y.; T. W. Carlisle, Strong, Car- 
lisle & Hammond Co., Cleveland, 
Ohio; E. F. McCarthy, Beals, Mc- 
Carthy & Rogers, Buffalo, N. Y.; 
H. E. Ruhf, Cleveland Tool & Sup- 
ply Co., Cleveland, Ohio, and W. P. 
sridges, Buhl Sons Co., Detroit, 
Mich. 


OVERHEAD EXPENSE COMMITTEE— 
Chairman, Oscar Iber, O. Iber Co., 
Chicago; J. R. Kelley, Manning, 
Maxwell & Moore, Inc., Jersey City, 
N. J.; and S. D. Conant, Sligo Iron 
Store Co., St. Louis, Mo. 


MEMBERSHIP COMMITTEE—Chair- 
man, T. W. Carlisle, Strong, Car- 
lisle & Hammond Co., Cleveland, 
Ohio; R. H. Russell, J. Russell & 
Co., Holyoke, Mass.; P. G. Mad- 
dock, Maddock & Co., Philadelphia ; 
W. H. Clark, Samuel Harris & Co., 
Chicago; Rudolph Orlob, Industrial 
Supply Co., Salt Lake City, Utah, 
and W. A. Haseltine, J. E. Hasel- 
tine & Co., Portland, Ore. 


REPRESENTATIVES ON SALES PRO- 
MOTIONAL LITERATURE OF THE 
AMERICAN AssociATION—J.  H. 
Ruddell, Central Rubber & Supply 
Co., Indianapolis and A. J. Williams, 
Chandler-Boyd Co., Pittsburgh. 


NoMINATING COMMITTEE—Chair- 
man Ex-Officio, Charles E. Curtis, 
Western Iron Stores Co., Milwau- 
kee, Wis. Area No. 1, F. F. Chase, 
Chase, Parker & Co., Boston, Mass. 
Area No. 2, T. C. Ulmer, Theodore 
C. Ulmer, Inc., Philadelphia. Area 























Bas q 
GET A LOAD OF THIS, TOO 


Here is a 28-page book that is so construc- 
tive and worthwhile you will want every 
man on your job to see and read it. It is far 
more than an advertisement—it is a ‘‘how”’ 
and a “why” book. You'll find in it, too, 
some service report blanks on which you 
can keep an accurate record of the exact 
service your rope gives regardless of kind. 
Send for your copy today. 








American Cable Division 
American Chain & Cable Co., Inc. 
Wilkes-Barre, Pennsylvania 


Send me, free, ...... copies of your 28-page 
book “Greater Dollar Value with TRU-LAY 


TERUUCRPOS UC E EOC O Ce eee eee eee 


Pee mere nee teens 


AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION @ ANDREW C. CAMPBELL DIVISION @ FORD CHAIN BLOCK DIVISION @ HAZARD WIRE ROPE 
DIVISION @ HIGHLAND IRON AND STEEL DIVISION © MANLEY MANUFACTURING DIVISION e OWEN SILENT SPRING COMPANY, INC. @ PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION ¢ WRIGHT MANUFACTURING DIVISION @ IN CANADA: DOMINION 
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HERE'S NEV 

















And when we say PROFITS 
we mean the kind that not 
only help fill your POCKETS 
but also SATISFY YOUR 
CUSTOMERS! 


(Design Patent Applied For) 


Complete information regarding this popular line of five 
Utility Vises is now available. Send for your copy now. 
The Charles Parker Company, Meriden, Connecticut. 














' PARKER VISES 


America’s Oldest... e} ... Established 1832 
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No. 3, P. O. Boylan, W. M. Patti- 
son Supply Co., Cleveland, Ohio. 
Area No. 4, C. A. Channon, Great 
Lakes Supply Co., Chicago. Area 
No. 5, H. J. Gundlach, Mine & 
Smelter Supply Co., Denver, Colo. 
Area No. 6, E. C. Ducommun, 
Ducommun Metals & Supply Co., 
Los Angeles, Cal. 


Wace anp Hour ComMMmItTTeEE— 
Chairman, S. W. Jones, Jones & 
Auerbacher, Inc., Newark, N. J.; 
Andrew Diehm, Franklin Hardware 
Co., New York City, and G. Cheston 
Carey, Carey Machinery & Supply 
Co., Baltimore. 


RESEARCH SurveEY CoMMITTEE— 
Chairman, H. E. Ruhf, Cleveland 
Tool & Supply Co., Cleveland, Ohio; 
A. R. Smith, Boyer-Campbell Co., 
Detroit, Mich., and C. A. Channon, 
Great Lakes Supply Co., Chicago. 


CONVENTION ATTENDANCE CoM- 
MITTEE—Area No. 1, F. Marsena 
Butts, Butts & Ordway Co., Cam- 
bridge, Mass.; H. D. Holden, Silli- 
ter-Holden, Inc., Hartford, Conn.; 
Stanley Sheldon, Chase, Parker & 
Co., Boston, Mass. Area No. 2, 
A. G. Carey, Carey Machinery & 
Supply Co., Baltimore; Arthur 
Yorke, Hansen & Yorke Co., New 
York City; H. E. Torrell, Syracuse 
Supply Co., Syracuse, N. Y. Area 
No. 3, T. W. Carlisle, Strong, Car- 
lisle & Hammond Co., Cleveland; A. 
J. Sparks, F. Raniville Co., Grand 
Rapids, Mich.; J. H. Ruddell, Cen- 
tral Rubber & Supply Co., Indian- 
apolis, Ind. Area No. 4, Samuel 
Clark, Samuel Harris & Co., Chi- 
cago; R. C. Duncan, R. C. Duncan 
Co., Minneapolis, Minn.; D. M. 
Edgerley, Interstate Machinery & 
Supply Co., Omaha, Neb. Area No. 
5, H. J. Gundlach, Mine & Smelter 
Supply Co., Denver, Colo.; Rudolph 
Orlob, Industrial Supply Co., Salt 
Lake City, Utah; J. H. Johnson, 
Johnson Supply Co., Denver, Col.; 
Area No. 6, A. ia Glesener, A. 2 
Glesener Co., San Francisco, Cal.; 
W. A. Haseltine, J. FE. Haseltine & 
Co., Portland, Ore., and W. J. Frey, 
Frey Industrial Supply Co., Los 
Angeles, Cal. 


New Sales Office for 
Metallizing Company 


Metallizing Co., of America re- 
cently opened a sales and service 
office at 17 Academy St., Newark, 
N. J., with William MecMakin in 
charge. 

Complete parts on “Mogul” 
metallizing guns are available for 
shipment as well as metallizing wire. 
Free engineering service concerning 
metallizing problems is also avail- 
able. 

















Another distributor’s salesman tells his experience 


selling J-M Packings 








STEADY REPEAT 
ORDERS BUILD 

UP MY SM 
PACKING SALES 











LY co. 
gs MILL SUPP 
pEERLE ae: MR. J:-H. KENNEY, one of the star 
wckenary ’ P salesmen of Peerless Mill Supply 
_—wUr- : Cc. ir general Co., Buffalo, N. Y. For years, he's 
MEMO TO: Kings: The befen building up his sales 


through steady repeat orders for 
J-M Packings. 


tough sales, service or recommendation prob- 
lems. And there is no manufacturer's competition 
NCE A BUYER STARTS USING J-M PACKINGS, ... the distributor’s interests are fully protected. 


he’s usually sold for good. That's the For more than 60 years, Johns-Manville has 
experience Mr. Kenney expresses in his memo- _ specialized in making quality packings. In 
randum above. It’s a feature of the J-M line that thousands of plants throughout the United 
J-M distributors appreciate . . . for it means com- States, these rugged materials are giving long, 
plete customer satisfaction and steady profits dependable service . . . assuring low-cost opera- 
from repeat orders. tions. They offer a steady 





What's more, it’s easier to 
get customers started, be- 
cause buyers know the J-M 
name. Steady advertising and 
merchandising campaigns 
back up the distributor's ef- 
forts. J-M field men help crack 


source of profit to every J-M 
distributor throughout the 
country. Johns-Manville, 22 
East 40th St., New York, N.Y. 











HEADQUARTERS of the Peerless Mill Supply 
Co., Buffalo, N.Y. This pany has handled 
J-M Packings for 22 profitable years. 
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[| our friends 


0 
Greetings | ‘ors and 


both Sup phe Jo obbers" 
Fellow supp!) 


WE'RE GOING STRONGER 
THAN EVER... 


How Are You Doing? 


a Our 64 years’ playing ball 
with al! our friends, custom- 
ers, suppliers and competi- 
tors—is rewarded on our 
new location with the great- 
est financial strength and 
fullest resources in our his- 
tory. 


Inventories are the largest— 

lines the widest—variety the 

greatest—in all these years. 

Our salesmen are on their 

toes—supported by policies 

and sales promotional ef- 
Now forts that will keep them 
MORE THAN EVER happy and well fed. 


All of which bespeaks many 
thousands of well satisfied 
customers who reap the 
benefits of our rewards. 





= tg 
is hannon a) 





H. CHANNON CO. 


Ralph E. Kramer, Pres. 
J. C. Douglas, Sales Mgr. 


TELEPHONE WHITEHALL 8130 


201 E. NORTH WATER STREET 
CHICAGO 
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Miss Edith Engberg, who has charge of 
office details for the new Rockford, Ill. 
supply house, Factory Supplies Co., looks 
happy surrounded by the powers that be: 
left to right, B. O. Schmaling, R. C. Len- 
burg and D. A. Clay. 


War Production Problems 
Subject of AMA Meeting 


How American industry can meet 
its problem of controlling unit costs 
through more efficient plant facilities 
as it becomes the world’s remaining 
big-scale producer of goods will be 
the theme of a conference of hun- 
dreds of production executives, to be 
held by the American Management 
\ssociation in Chicago on November 
15-16. 

The sessions, which will be held at 
the Palmer House, will bring to- 
gether representatives of virtually 
every industry in the United States 
for a discussion of modern produc- 
tion equipment and systems. Authori- 
ties on plant facilities, equipment and 
methods will participate in the pro- 
ceedings, and in addition, officers 
from the Ordnance Department of 
the U. S. Army will also be present 
to outline the Army’s plans for in- 
dustrial coordination and prepared- 
ness. 


Allis-Chalmers Makes 
Changes in Offices 


Allis-Chalmers Mfg. Co., Milwau- 
kee, Wis., has announced a new 
branch office in the U. S. Trust Bldg. 
at Louisville, Ky., to better serve that 
city and vicinity. W. E. Kercheval 
will be in charge. 

A new branch office has been es- 
tablished at LaPorte, Ind. B. L. 
Margeson, formerly in charge of the 
company’s Rockford, IIl1., office., will 
be in charge. J. J. Breutzman, for- 
merly at the Chicago office, will suc- 
ceed Mr. Margeson at Rockford. 

A. B. Frost has been appointed 
branch manager at their New Haven, 
Connecticut office to succeed E. D. 
Hill, who resigned due to illness. 

Allis-Chalmers Mfg. Co.’s district 
office at Chattanooga, Tenn., of 
which D. S. Kerr is manager, has 
moved and is now located in the 
Chattanooga Bank Building, 737 
Market St. 














LOADING 
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More than half a cen- 
tury of progressive 
engineering and 
product development. 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


Standard types of beltin« 
yp Sf 


made by Thermoid 


Ttansmission Belting 


Conveyor Belting 
Multiple V Belts 
Grader Belting 

Canners’ Belting 


Bucket Elevator Belting 


BELTING 


\ 
\IN 7/3 THE TIME 


WITH THERMOID 
BELTING 


In handling raw materials or finished products, time is money. 


That is why the portable conveyors made by Conant Machine 
& Steel Co. (like the one illustrated above) are finding such an enthusi- 
astic response with important users everywhere. 


By actual check, the average loading time with such a conveyor for all 
types of materials is one-third the time required by hand. Thermoid is 
naturally proud that its conveyor belting has been selected as standard 
equipment for these conveyors. 


We are proud, too, of the service these belts are delivering under difficult 
conditions. The unit in the above picture, for instance, carries 900-pound 
bales of raw wool up an incline of as much as 45 degrees. 


Two factors contribute to Thermoid’s invariable record of efficient, economical 
performance. First: Thermoid manufactures many types of conveyor belting 
. .. each to cover specific needs. Their design and construction is in the hands 
of engineers with long practical experience in the various fields. Second: 
Thermoid manufacturing methods and the use of only the highest quality raw 
materials guarantee unsurpassed quality in the finished product. 


If you want to supply your customers with an outstanding line of conveyor 
belting, it will pay you to get the details on Thermoid Belting at once. 


made by Thermoid 
Air Hose 

Water Hose 

Steam Hose 

Tank Truck Hose 
Gasoline Hose 
Suction Hose 


BRAKE LININGS 


her 


-° HOSE 


01 


PACKINGS 
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MAJOR 
MARKET 


| nwe'd Have Missed The Chicago Shem 
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® . 
“CRACKER-BARREL” Handling 
To Bring You 
Abrasive Papers! 


We Put An tnd To 





ABRASIVE 


SOUTH BRAINTREE 
JEWELOXK « JEWEL EMERY + JEWEL GARNET 





52 





THIS FORCEFUL 
4 POINT STORY TO 








TO TELL 







your BIGGEST 
PROSPECTS! 


48-Hour Action on Deliveries ! 
Masterpak Containers ! 

Authoritative Engineering Aid! 
And the AP Free Trial Offer! 


They're no unknown story to 
your abrasive prospects — for this 
impressive selling-ammunition is 
fired by the heavy artillery of 
705,000 forceful advertising mes- 
sages to the biggest users of coated 
abrasives. 

What other abrasive line backs 
you like this—and gives you a 
really new story for prospects? No 
wonder distributors tell us they 
have learned for the first time that 
coated abrasives can be a really 
active item! Write for details on 


the money-making AP Franchise 


| now. A few protected territories 


are still open. Abrasive Products, 


Inc., South Braintree, Mass. 


PRODUCTS 


MASSACHUSETTS 
JEWELITE «+ JEWEL FLINT «© NEW PROCESS 
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Program Announced for 
Central States Meeting 


Details of the program for the an- 
nual meeting of the Central States 
Mill Supply Association, to be held 
Monday, November 13, in the 
Palmer House, Chicago, have been 
announced by Sam H. Clark, Samuel 
Harris & Co., Inc., Chicago, chair- 
man of the program committee. 

An innovation will mark the start 
of the day’s activities in the form of 
state group meetings of distributors. 
J. H. Ruddell, Central Rubber and 
Supply Co., Indianapolis, will preside 
at the gathering of the Indiana 
group; Oscar Iber, O. Iber Co., Chi- 
cago, the Illinois group; F. W. 
Swanson, Globe Machinery and Sup- 
ply Co., Des Moines, the Iowa-Ne- 
braska group, and Walter C. Huch- 
thausen, Huchthausen Co., Manito- 
woc, the Wisconsin group. 

C. A. Channon, Great Lakes Sup- 
ply Corp., Chicago, president of the 
Central States, will preside at a busi- 
ness session of the association at 
10:30, and at 11 o’clock, J. A. Chan 
non, manager of Mitt Supp ies, will 
discuss the survey of today’s indus- 
trial buying which was made by this 
magazine last spring. This meeting 
will be for distributors only. 

There will be a luncheon for dis- 
tributors at noon, followed by an 
open forum for distributors from 2 
until 3 o’clock. The period from 3 
o'clock until 4:30 will be given over 
to an open house for manufacturers 
and distributors, and from 4:30 until 
the annual banquet at 7 o’clock, there 
will be a reception for manufacturers. 

D. W. Northrup, Henry G. 
Thompson & Sons Co., president of 
the American Supply and Machinery 
Manufacturers’ Association, will be 


the speaker at the banquet, which 
will be for both distributors and 
manufacturers. 





Main reason for the smile on J. L. Rudy's 

face is that there is a pretty girl behind 

the counter talking to him as he writes 

up an order. Mr. Rudy is in charge of 

the gin repair shop of Riechman-Crosby 
Co., Memphis 
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You Need the Support of the 


GREATEST SALES HELP 


Ever Devoted to Files! 


NICHOLSON ADVERTISING . . . the targest ad- 


vertising campaign devoted to files, consistently main- 
tained to build sales for distributors. 


BETT ER FILES ... New Controlled Serrations* Tooth 


Construction of Nicholson Files assures better, faster 
filing at lower filing cost. 


NICHOLSON SERVICE ENGINEERS .. . 4 corps 


of skilled men always on call to assist distributors with 


filing problems encountered in industry. 


NICHOLSON SALES AIDS . . . 4 compiete, wett- 


rounded service to help distributors in their own pro- 


motion and sales work. 


NICHOLSON DISTRIBUTOR POLICY . . . this 


company has always offered a clean cut distributor 
policy with full manufacturer cooperation. Nicholson 


File Company, Providence, R. I., U. S. A. *Patented 


J . J . HOLS 
Famous Controlled Serrations*. . . Plus the Right Specialty File For Each Job! | \2.% 
In addition to the major line of files manufactured with the efficient Controlled Serrations* Tooth a 
Construction, Nicholson offers many special files for special uses, of which these are typical: 





. anew file PRECISION . . . Nicholson X. F. Swiss 
Pattern Files 
A FILE FOR EVERY PURPOSE 


NICHOLSON FILES 


FOUNDRY Files for rough usage LATHE Files made for lathe work FOR STAINLESS Steel . . 


PIONEERS IN QUALITY PRODUCTION 
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Ube Gupta 
MOLYGATE 











A new, revolutionary 
dispenser for lubricating oil 
and other viscous fluids 


@ You'll want to stock this new Imperial 
Molygate. And you'll want to show it to 
every customer who handles lubricating 
oils, paints, varnishes, glue, vegetable oil, 
molasses or other viscous fluids from bar- 
rels and drums. 
Here is a dispenser that is NEWS! Its faster 
flow-—quicker shut-off—-and easy operation 
place it far ahead of any dispenser now 
used for this type of work. 
Dispenser is operated by simply pushing 
down on operating handle. It is automati- 
cally self-closing—the moment operator re- 
leases handle, a sturdy stainless steel 
spring causes it to “click closed’ and the 
liquid flow stops immediately WITHOUT 
DRIPPING. This protection against dripping 
has been secured by locating the NEO- 
PRENE SEAT shut-off valve right at the 
end of the nozzle. 

Made in 2 sizes: No. 271.G with %" iron 

pipe thread shank (fits all standard steel 


drums)—$1.10 each. No. 272-G with 1” 
iron pipe thread shank — $1.25 each. 


Write for Catalog Page and Jobbers’ Prices 


THE IMPERIAL BRASS MFG. CO. 
511 S. Racine Ave., Chicago, Ill. 









IMPERIAL 
Industrial Products 








Production capacity at Atlas Press Co., Kalamazoo, Mich., has been increased 
by a recent plant addiiion which provides a new working space of 17,000 sq. ft. 
An addition of approximately the same size was completed in November, 1937 
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The distributor holds the spotlight in this Johns-Manville exhibit of packings, refractories 

and industrial friction materials at the convention of the National Association of Power 

Featured in the exhibit 

were the quicker service, adequate stocks and assistance with packing, refractory and 
friction problems that the distributor offers 


Engineers at Indianapolis, Ind., August 28 to September |. 





When the Eastman Mfg. Co., Manitowoc, Wis., observed its twenty-fifth anniversary 
recently, the J. J. Stangel Hardware Co., well known local distributor, devoted one of 
its windows to this comprehensive display of Eastman hose couplings, utility fittings, 
replacement parts for hydraulically operated units, and other products. The display 
tied in with Wisconsin Products Week, which was observed throughout the state 
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@ Good equipment builds morale. In the matter of chains, 
for example, you can expect better effort from men who feel 
certain the chains they use will not fail them 

ACCO Chains have a reputation that workmen appre- 
ciate. They are made as well as we have learned to make 
chain through many years of experience. They are known 
everywhere as the standard of chain quality. 
These facts will sell ACCO Chains for you. 


Write for your copy of our new booklet on ENDURWELD 
Sling Chain. It points the way to new economies with chain 
slings. 

SELL ACCO QUALITY in American Chains; Lay-Set Preformed 
Wire Rope; Wright Hoists, Cranes and Trolleys; Page Wire Fence; 


Page Welding Electrodes; Reading-Pratt & Cady Valves and 
ACCO Malleable Castings. 


AMERICAN CHAIN DIVISION © srivcerort + CONNECTICUT 


See our exhibit in Metals (Products) Building, New York World's Fair 












AMERICAN CHAIN & CABLE COMPANY, Inc. 








AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION @ ANDREW C. CAMPBELL DIVISION @ FORD CHAIN BLOCK DIVISION e HAZARD WIRE ROPE 
DIVISION ¢ HIGHLAND IRON AND STEEL DIVISION ¢ MANLEY MANUFACTURING DIVISION © OWEN SILENT SPRING COMPANY, INC. © PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION @ WRIGHT MANUFACTURING DIVISION ¢1N CANADA :DOMINION 
ip, CHAIN COMPANY, LTD. @ IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. @ THE PARSONS CHAIN COMPANY, LTD. ¢ In Business for Your Safety 
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GET RESULTS 


By Showing and Pushing 


FAST SELLING 


Brilliantly Trademarked 


RED END 
HACK 
SAWS 


Made in three grades, 
all sizes, for Hand or 
Power Machine use. 


SSISSSISSSISS 


The BRIGHT Blade 
— High Speed Steel 


The RED Blade 
— Molybdenum Steel 


YON 


~ 


_ 


The BLACK Blade 
— Tungsten Steel 


Each Blade the highest 
quality in its grade. 


Write for Distributor 
discounts. 


SIMONDS 


SAW and STEEL CO. 


Fitchburg, Mass. 
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You bet he's happy! Richard Cunning- 

ham, for the past twelve years associ- 

ated with the American Rolling Mill Co., 

has just been named manager of stain- 

less steels at Industrial Steel, Inc., Cam- 
bridge, Mass. 


Ohio Injector Co. 
Has Sales Conference 


With salesmen in attendance from 
coast to coast, Ohio Injector Co., 
Wadsworth, Ohio, held a three-day 
valve sales conference, August 3-5 
with P. M. Arnall, vice-president, 
in charge of sales presiding (picture 
on page 40). 

Pronounced the most successful 
sales conference ever held by Ohio 
Injector since its establishment 56 
years ago, the convention closed 
with a golf tournament at Congress 
Lake Club at Hartville, Ohio. Among 
the principal guest speakers were 
H. H. Kuhn, general manager of 
Hardware & Supply Co., of Akron 
and former president of the National 
Supply & Machinery Distributors 
Association, and Edythe Fern Mel- 
rose, manager of Radio Station 
WJW of Akron and known on the 
air lanes as “The Personality Girl.” 
Her subject was “Personality in 
Salesmanship.” Mr. Kuhn discussed 
industrial valve sales from the dis- 
tributor’s point of view. 

Wayne Young, O.I.C. president, 
opened the conference, followed by 
Mr. Arnall, Vice-Presidents Ervin 
Young and Howard Doster, Secre- 
tary and Treasurer A. J. Jankowski, 
Sales Manager W. C. Davis, Chief 
Metallurgist E. F. Hess and Assist- 
ant Metallurgist H. E. LeBeau. 


Laughlin Names New Agent 


Thomas Laughlin Company of 
Portland, Maine, manufacturers of 
drop forged industrial and marine 
hardware, announce the appointment 
of Harold G. Jones of Pittsburgh as 
its new representative. He will repre- 
sent Laughlin in Western Pennsyl- 
vania, West Virginia and the east- 
ern border towns of Ohio. 





















PERFECT FIT IS ESSEN- 
TIAL IN MILLIONS OF 
ASSEMBLING JOBS... 
FOR A SMOOTH INSIDE 
FINISH, HELD TO CLOSE 
TOLERANCES, SELL MORSE 
REAMERS. MORSE 
PRODUCTS ARE SOLD 
THROUGH DISTRIBUTORS. 


isa) TWIST DRILL AND 
THERE ice 
eo) pieteFENs MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 
NEW YORK STORE: 130 LAFAYETTE ST. - - - - CHICAGO STORE: 570 WEST RANDOLPH ST. 
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Industrial Products Co. 
find the YARWAY Trap 


well worth featuring 





Mr. Guy S. Connolly of In- 
dustrial ProductsCo.,Seattle, 
Wash., says: “A good prod- 
uct, a sound merchandising 
policy and continuous adver- 
tising make the Yarway Trap 
well worth featuring in our 
selling efforts. 


“I carry a 42-inch Trap with 

me at all times as I find that 

by showing it I can create in- 

terest which leads to orders.” 
* 


Why don'tyou investigate the Yarway 
—largest-selling steam trap in the 
supply house field. Write for details. 


YARNALL-WARING COMPANY, 
MERMAID PLACE, PHILADELPHIA 
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Foremen, superintendents, master mechanics and maintenance engineers were on hand 

to see the many attractive exhibits at the recent Foremen's Show held in Pittsburgh 

September 13-17. The above photograph of Beaver Pipe Tools’ exhibit taken just before 

the show opened drew goodly crowds to watch demonstrations of pipe cutting and 
threading equipment 
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Here's 


an example of what the feminine touch can do to make an executive sanctum 
cosy. When W, Carlton, vice-president of the Blalock Machinery and Equipment Co., 
Atlanta, Ga., recently remodeled the entire building, he gave his secretary free reign 
on office decoration 





C. H. Reynolds, Veteran of Departments Consolidated 
. 

H. B. Sherman Co., Dies McGowin-Lyons Hdwe. & Supply 
Charles H. Reynolds, veteran em- Co., Mobile, Ala., has consolidated 
ployee of H. B. Sherman Mfg. Co., its plumbing and electrical depart- 
lied in New York City, August 13. ments under rection of J. D. 
Mr. Sherman had represented the Ferrill. Mr. T has been man- 
Sherman organization in and near ger of the electrical department 
New York Citv for manv vears. His since its inception. A. L. Lilley, as- 
] will be keenly felk. sistant manager, electrical depart- 
r. J. Crofton. New York City, ment, and J. C. Phillips and J. M. 
ho handles Sherman’s electrical Ponder, who have all been with the 
will take over the accounts and company for a number of years, 
rv fort rly handled by Mr. issisted in the combining of these 


Reynolds. departments. 
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TRANS-CONTINENTAL... OR TRANS-OCEANIC 
“AMERICAN” PRESSED-STEEL TRUCKS 
ARE THE LEADING CHOICE OF LEADING SHIPPERS 








The same features which have made these trucks the choice 


of leading steamship companies and railroads will make These features make ‘‘Americans”’ 
. . the best for your customers 
them a profitable investment for you. mites’ 
@ More material moved with the 
4 . —— - ° same effort—correct balance re- 
Exhaustive, practical studies were made right where ship- Reeds teualiae ok Giak watele 
ping is done. Then, from these studies, designs and struc- © These trucks ere practically un- 
tural features were developed to meet the specific problems. breakable because of sturdy pressed- 
steel construction. 
are is uc deally suite 
Regardless of the character of the materials your customers There is a truck ideally suited 
for any requirements. Complete line 
are moving, or the working conditions, there is an ‘‘American”’ includes 34 styles and 75 sizes. 
Pressed-Steel Truck that will give them superior service and Roller bearings and rubber-tired 


wheels cost little extra—speed up 


longer life. This outstanding line will build your prestige... operations and save flooring. 


and show you a nice profit on every order. 




















THE AMERICAN PULLEY CoO., Dept. 3, 4200 Wissahickon Ave., Philadelphia, Pa. 


AMERICAN HAND 


PRESSED STEEL TRUCKS 
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LUBRICATED PACKINGS 
For Dependable Performance 
Under MODERN Conditions 





For Water, Calcium, 
Brine, Centrifugal and 
Reciprocating Pumps 


For Steam (Super - 
heat) and Com- 
pressed Air 








For Gasoline, Naph- 
tha, and all distillates 
of Petroleum 


For Caustic Soda, 
Acids, Alkalis 


CONSUMER ACCEPTANCE 


of our brands is an established fact, and 
this vital aid to sales is assured the distrib- 
utors and their representatives who sell our 
packings. 


Service to the user and coopera- 
tion with the distributor are 
living truths to us. 


Information and sales helps are yours for the asking. 


GREENE, TWEED & CO. 


SOLE MANUFACTURERS 
101 PARK AVE., NEW YORK 
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A stack of orders at the R. C. Neal 
Co.'s branch office in Syracuse, N. Y., 
bring smiles to the faces of Neal men 
and a couple of manufacturers’ sales- 
men who just dropped in. Left to right: 
W. G. (Bill) Thomas (Carborundum); 
H. D. Randall and Ray Hilbert (Neal); 
and John A. Wright (Diamond Expan- 
sion Bolt) 


NEW LINES 
faken on by 


Distributors 


Bett Rope Supprty Co., Syracuse, 
N.Y., is now handling products of 
Chas. Bond Co., Ohlen-Bishop Co., 
Johnson Bronze Co., and Fiske 
Bros. Refining Co. 


Boykin Toor & Suppiy Co., Atlanta, 
Ga., ts now a_ distributor for 
Morse Twist Drill Co.'s products. 


THomas Prosser & Son, New York 
City, has become a distributor of 
Procunier high speed precision 
tapping and threading heads and 
Universal tapping machines. 


Burpetr Oxycen Co., Cleveland, 
( Yhio, was recently appointed a dis 
tributor for the state of Ohio for 
the complete line of electric weld 
ers of Hampton Electric Tool Co., 
Pittsburgh, Pa. 


McGowt1n-Lyons Hpwe. & Supply 
Co., Mobile. Ala.. ts now a dis- 
tributor of Sunflex casein paint. 


Canton Howe. Co., Canton, Onto 
tis now a distributor for products 
of Lincoln Engineering Co. 


30YER-CAMPRELL Co., Detroit, Mich., 
M. L. ErLENMEYER, Elmira, N. Y., 
and 3ERGER Bros. ELectric 
Motors, INnc., Rochester, N. Y., 





































® The inherent properties for prolong- 














ing valve life are built into every 
Powell Valve —regardless of size. 


@ To Powell, the satisfactory opera- 
tion of the 14” needle valve for closely 
regulating the flow of liquids or gases 
is equally important as the trouble-free 
performance of a large size high-pres- 
sure, high-temperature steam valve. 


®@ Large or small—every Powell Valve 
means lower maintenance costs and 
smoother operation. 








Write for the 
Powell Catalogs. 
y Free on request. 


POWELL VALVES 


temen |. £eoe: eee ee | Ul ee 
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Look for rotary 
pump business at 
Steam Railroads 


Electric Railways 


Marine Industries 





Aviation Fields 

Electric Light and Power Plants 
Gas Plants 

Water Works and Filtration 






Highway Departments 
River, Harbor and Canal Comm. 


Misc. Mines 





Road Construction 






Hospitals 





Steam Laundries 






Cleaning and Dyeing Plants 
Chemicals and Drugs 


Coke and Gas Plants 





Fertilizer Mirs. 


Gelatine, Glue and Soap Plants 









Gasoline and Oil Marketers 
Sugar Mills 

Canning and Preserving 
Beverages 

Steel Mills 

Machine Shops 









Mech. Machinery Builders 
Hydr. Machinery Builders 
Electrical Mach. and Equip. 






Automotive Industries 
Shipbuilding and Dry Docks 
Railroad Repair Shops 







Cotton Manufacturers 
Knit Goods 

Silk Manufacturers 
Woolen Mills 

Rayon Mills 








Shoe Factories 





Paper Products 






—Also many other plants where 
clean liquid must be moved. 




















WRITE for complete catalog . 







. prices... 
campaign and advertising program. 


GEO. D. ROPER CORP. - 


OEP ENODABLE- 


Do You need more 


Sales 


and 


Profit 


then do as other leading distributors 
are doing—SELL ROTARY PUMPS. 
They find it pays big dividends to sell 
rotary pumps to the plants they call 
on every day. The sale of a rotary 
pump means the sale of more and more 


piping, valves, fittings, tools, labor, etc. 


One Roper distributor averages $16,- 
206.77 worth of Roper pumps every 
year. This amounts to $1,350.56 per 
month or over $50.00 a day. A nice 
pick up for anyone! 

Another 


$16,036.67 annually on Roper pumps 


Roper distributor averages 


alone. 


For more than 24 months another of 
our distributors has sold on the average 
of $1,172.11 worth of Roper Pumps. 
This also amounts to nearly $50.00 
per day. 


In fact most Roper distributors average 
more than $1,000 per month in pumps 
alone. Add to this the sales of pipings, 
valves, fittings, etc. and you can realize 
why ROTARY PUMPS (Roper of 
course) are profitable to carry and 


push. 


sales policy . . . outline of sales 


ROCKFORD, ILL. 


ROPER K-tiru DUMPS 


SINCE 1657 
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J. E. Ditwortu Co., 


are now handling produc 
Wood’s Sons Co., 
Pa. 


ts of T. B. 
Chambersburg, 


KELLEY-How-TuHomson Co., Duluth, 
Minn., is now handling products 
of Chicago Metal Hose Co., and 
Columbus-McKinnon Chain Corp. 


Memphis, ts 
now stocking products of |W ailes- 
Dove-Hermiston Co., Viking 
Pump Co., and first aid supplies of 
Bauer & Black. 


RIECHMAN-Crosnpy Co., Memphis, 
has added the Colson line of cast- 
ers, manufactured by the Colson 
Corp., Elyria, Ohio. 


TIDEWATER Swuppty Co., 
Va., and all its branches; 
Cooledge Co., Holvoke, 
Cayce Mill Supply Co., Hopkins- 
ville, Ky., and Woodward-W ight 
Co., New Orleans, La., are now 
distributors for products of Man- 
heim Mfg. & Belting Co. 


Norfolk, 
Chase & 
Mass.; 


GeorceE D. Miter Co., Rockefeller 
Bldg., Cleveland, Ohio, is now 
handling All-Angle milling attach- 
ments of Fray Machine & Tool 
Co., Glendale, Cal. 


Lists and Discounts 
Favored by Distributors 


In a recent questionnaire sent out 
to members of the National Supply 
& Machinery Distributors’ Associa- 
tion, it was found that the majority 
of distributors favored the use of 
lists and discounts in connection 
with sales of electric tools. 

This survey was made at the re- 
quest of the American Supply & Ma- 
chinery Manufacturers’ Association 
who are endeavoring to follow 
policies which will prolong the life 
of catalogs published by distributors. 
Use of lists and discounts, it is said, 
would materially aid in this. Electri- 
cal tool manufacturers had pre- 
viously indicated that they did not 
believe the use of lists and discounts 
were favored by distributors. 

The three questions asked and the 
results are as follows: 

“Do you believe that it would be 
helpful if manufacturers of electric 
tools adopted lists and discounts?” 
78 per cent voted yes; 22 per cent 
voted no. 

“Do you favor the general use of 
lists and discounts by all manufac- 
turers because it will prolong the life 
of distributors’ catalogs?” 94 per 
cent voted yes; 6 per cent voted no. 

“If you prefer a list and discount, 
do you believe the discount should 
be uniform on all items in a given 
line?” 86 per cent voted yes; 11 
per cent voted no; 3 per cent voted 
not necessary. 
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BAND SAWS 


w6o0— 6” blade 
1%” cutting capacity 


Las, 






w7—7” blade 
2,” capacity 





ws—s” blade 
2%," capacity 





w9—9” blade 
3%,” capacity 








CC12—12” blade 
4” capacity 





CC16—16” blade 
6” cutting capacity 
(largest portable 
electric saw made) 











BIG MARKET... Stanley Safety Saws sell 
on a cost-cutting basis for big jobs or little 
ones, for inside work or heavy construction, 
for maintenance jobs and for speeding up 


crating and shipping. 


FULL RANGE...Like all the Stanley 
Electric Tools built for industry, the line is 
complete. Each size and capacity planned 
for a’given range of jobs. All the way from 
the light W60 to the CC16, largest portable 


electric saw made. 


COST CUTTING FEATURES... Duplex 
Handle with two grips and two switch 


to the bone. 


triggers, for easy use in any position. Com- 
plete, approved safety features. Typical 
Stanley ruggedness that cuts maintenance 


PROTECTION, SELLING HELP... Dominant 
Stanley advertising to every saw market 
. » - complete literature . . . and a policy 
of selective distribution. Stanley Electric 


Tool Division, The Stanley Works, 146 Elm 


Street, New Britain, Connecticut. 


We Are Represented By Selected Distributors 


# ELECTRIC 


STANLEY = ry YeOLs 


1 Complete Line for Industry —"'Cost Less Pes 
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About to start the day's work is A. M. 

Shook, left and Paul H. Thrasher, mem- 

bers of the sales force of Corinth Ma- 
chinery Co., Corinth, Miss. 





Canton Hardware 
Increases Office Staff 


To facilitate the handling of or- 
ders for prompter service to cus- 
tomers and keep them informed as to 
special factory shipments and deliv- 
ery of back orders Canton Hdwe. 
Co., Canton, Ohio has increased its 
office personnel. 

Paul H. Ferrell recently returned 
from a trip to the Lincoln Engineer- 
ing Co. plant at St. Louis, Mo., 
where he spent a week learning how 
to properly service and repair greas- 
ing equipment. Canton Hdwe. is 
now busily engaged in preparing a 
new mill supplies catalog. 


Sloan of Johnston Co. 
Passes Away at 84 


George J. Sloan, veteran salesman 
for William T. Johnston Co., Cin- 
cinnati, Ohio, died September 15 at 
the age of 84. Mr. Sloan had been 
with the Johnston Co. for 40 years 
and represented the company in 
Southern Ohio. 

Mr. Sloan retired in 1936 after en- 
joying a very successful sales career. 
In reporting his demise, H. H. 
Johnston, president, says, “Mr. Sloan 
was widely known by salesmen and 
manufacturers’ men and he was 
ange highly of by them as well 
as by his trade.’ 


Atlas Opens New Addition 


Production capacity at Atlas Press 
Co., Kalamazoo, Mich., has been in- 
creased by a recent plant addition 
which provides a new working space 
of 17,000 sq. ft. An addition of ap- 
proximately the same size was com- 
pleted in November, 1937. 
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Too many sources leads to lost time, per- 
plexity, lowered profits. Distributors con- 
centrating on G.T.D. Greenfield small tools 
find that this most complete line on the 
market saves them time, money and effort 
in selling. Why? Because G.T.D. Green- 
field tools give them quality and accuracy 


plus the advantages of simplified and more 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 
Detroit Plant: 2102 West Fort St. 

Warehouses in New York, Chicago, 
Los Angeles and San Francisco 
In Canada: Greenfield Tap & Die 
Corp. of Canada, Ltd., Galt, Ont. 





Why BUY the 





Pee 
1On 


HARD WAY? 


economical purchasing, only one catalog, 
one order, one invoice. 

Also, prompt delivery is assured, for 6 
strategically located warehouses help you 
to build customer satisfaction. So, take a 
tip from the wise distributor. Concentrate 
on “Greenfield” for ease in selling and for 


greater profits. 


J GREENFIEL 
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SPIRALS SPEED 





screw. Right and left ratchet adjust- 
ments, and rigid. Standard, Heavy, 
Light patterns. With or without spring 
in handle. Available in various sizes 
—lengths (extended) with bit, from 
271" to 12%". Three different size tested 
“Yankee” bits with each driver. 


‘*VYankee’’ Tools save time and labor. 


SELL ‘““‘YANKEE” SPIRALS, VISES, 
DRILLS—AND SATISFY CUSTOMERS 


@ Spring in handle of ‘‘Yankee”’ 
Quick-Return Driver keeps bit in 


For “YANKEE” Tool Book, write North Bros. Mfg. Co., Dept. ML, Philadelphia, U.S.A. 


NORTH BROS. MFG. CO., PHILADELPHIA, U.S.A. 


aetitar OOO UC Le ea 
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Frederick C. O'Keefe, seen here along- 
side his "chariot," is one of the partners 
in the young Industrial Supplies Corpo- 
ration, Appleton, Wisconsin, but, like his 
associate, S. R. Stilp, Jr., he spends most 
of his time out hustling after business. 


Buffalo Supply House 
Moves to Larger Quarters 


The J. M. Cranz Co. is proud of its 
new home, located in the heart of 
Buffalo, at Main and Bryant Streets. 
Visitors to the new Cranz_ head- 
quarters say that they are among 
the finest in the country (picture on 
page 42). 

The sales department, reached di- 
rectly from the street, is large, pleas- 
ant and certainly quite ideal for gen- 
eral sales work. Adjoining the sales 
division is Mr. Cranz’ private office 
back of which is the cutting, pack- 
ing, receiving and shipping depart- 
ments. The new Cranz headquart- 
ers boasts a private driveway from 
the street, a parking lot in the rear 
for employees cars, and a large auto 
loading room which will be particu- 
larly useful during winter months. 

Downstairs there is 2,700 sq.ft. of 
nice dry storage space, plus a steel 
vault for the storage of special small 
items. All in all the new Cranz 
location contains over 6,000 sq.ft. or 
two and one-half times the space of 
the previous headquarters. 

“Jim” Cranz is president of his 
well-knit, well-seasoned and highly 
effective organization. Fred Ginther 
is vice-president, Harry Worthing- 
ton, sales manager, with William 
Herold, as office manager and assist- 
ant treasurer. Bill Leahy is ship- 
ping manager with Lester Finch in 
charge of inside sales. 

On the firing line, making hose 


























Here's your 
follow-up 
op delmilolel a 
business on 
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Black & Decker’s Illustrated Handbook on 
Portable Electric Hammers is the most com- 
plete text and operations book on these ver- 
satile and Profitable tools that has ever been 
published. Months in preparation, it con- 
tains everything worth knowing about the 
how and why of Portable Electric Hammers 
... and what is important to you, tells and 
illustrates many new and different uses in 
various industries and fields. 

Thousands of copies have been distributed 
among men in plants and shops who are 
prospects for electric hammers. In addition, 
the Black & Decker Hammer Handbook is 


New Book on Electric Hammers 
Actually Helps You Sell! 


featured in advertising this month appear- 
ing in leading trade journals and The Sat- 
urday Evening Post. Every day prospective 
buyers are writing in for copies. People in 
industrial plants, in mines, in demolition 
companies, in tree surgery outfits, railroad 
yards, building construction firms ... these 
and many more in other fields and indus- 
tries want the book—are hot prospects for 
sales. So get busy—demonstrate these Ham- 
mers—look around for new outlets—and 
you'll be surprised how easy it is to find 
them. The Black & Decker Mfg. Co., 717 
Pennsylvania Ave., Towson, Md. 
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Sixty Minutes Every Hour 
for FIVE LONG WEEKS 


BLU-MOL users keep on telling us of their 
enthusiasm for this molybdenum steel hack 
saw blade that provides the lowest cost per 
cut of any blade on the market. A recent 
letter says: "One BLU-MOL blade was in use 
continuously for five weeks, eight hours a day, 
five days a week. All kinds of metal were cut, 
and the blade proved very satisfactory." 


Other users report 50% longer life 
and 60% cash savings. The uniform 
temper of BLU-MOL blades guar- 
antees fast, clean work cutting tool 
steel at a typical cost of only 3/100 
of Ic per square inch. 


HOW TO SELL BLU-MOL 


BLU-MOL blades sell themselves on 
their performance. Profitable repeat 
business is assured when once BLU-MOL 
is specified. So do this: let a small trial 
order introduce BLU-MOL to each of 
your hack saw blade customers, and 
recommend a close check on results. 
You'll net one of the highest percent- 
ages of repeat orders you've ever had. 


~ | Write for details of our distributor 
| franchise. 
MILLERS FALLS COMPANY 


GREENFIELD 


MASSACHUSETTS 
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and belting sales each day are “Jim” 
Cranz himself, Fred Ginther, Harry 
Worthington and Mr. Cranz’ son, 
Bill. Bill specializes in sales (sur- 
geon’s gloves, sponge rubber) to 
hospitals. 

The Cranz Company specializes in 
rubber and covers Western New 
‘ork as far east as Syracuse and 
3inghamton, and Northwestern 
Pennsylvania. 

“We have all spent long years in 
the rubber business,” says Mr. 
Cranz, “and know the rubber needs 
of industry. At the same time we 
are highly conscious of the part me- 
chanical rubber goods and synthetic 
products are playing and will con- 
tinue to play in this industrial 
scheme of things. Synthetic rubber 
goods have a _ tremendous future. 
We are going after this type of 
business with all our energies, and 
are finding extremely good success. 

“We say we've spent a long time 
in the rubber business. As a matter 
of fact, one man has been selling 
rubber goods for 31 years and two 
men for 23 years. Altogether our 
staff can count over 100 years in 
promoting and selling rubber prod- 
ucts. This, we think is quite a 
record.” 


Maurey Corp. Expands 


Maurey Manufacturing Corp., has 
just completed another addition to its 
plant at 2915 South Wabash Ave., 
Chicago, which will also afford en- 
larged office facilities. Maurey 
Corp., has also purchased an adjoin- 
ing factory building which further 
increases its manufacturing space. 








It looks as if Essmueller Mill Furnishing 

Co., Kansas City, Mo., is keeping R. C. 

Sollenberger of Dodge Mfg. Corp., 

Mishawaka, Ind., pretty busy when he 

visits them judging by his shirt-sleeved 
action pose 

















“TOL, DO 
ONE INCH oT) TO TWO INCH 
RATCHET THREADERS 

You well know the durability and easy cutting 
“TOLEDO” No. 1A the leading 1” to 2” threader 
for 35 years. Finest of materials and workman- 
ship. Four sets of dies—one for each size pipe 
—2 inch made from high speed steel. Easy 
operating receding die principle. The finest low 
cost 1 to 2 inch ratchet threader. 
ee ae eee ae ee Cues $11.25 





“TOLEDO” NO. 1A RATCHET 
THREADER. 1” TO 2” PIPE 


FOUR SETS OF DIES 
NO BUSHINGS 


The “TOLEDO” No. 1BR has all the desirable 
features of the No. 1A plus the adjustable rear 
guide. Three chuck jaws each with a gripping 
surface of 154” x %4” operated by large wing- 
head thumb screws with size-marked guide bars. 
Long life, accurate, easy centering. No wob- 
bling or cocking on the pipe—good threads 
straight on the pipe are assured making for 
more accurate alignment on installations. 


“TOLEDO” NO. 1BR RATCHET Net Price 
THREADER. 1” TO 2” PIPE 





ONE SET HIGH SPEED STEEL 
DIES NO BUSHINGS 


The “TOLEDO” No. 10BR uses but one set of 
high speed steel dies to thread all sizes of pipe 
1” to 2” plus the same type of adjustable rear 
guide as the No. 1BR. No loose parts—strictly 
a self-contained tool. Positive die adjustment. 
There are no cams to become worn and die 
adjustment is simple, positive and quickly 
accomplished by slipping the dies into the 
proper series of tapered steps. One of the 
finest tools of its type. 





“TOLEDO” NO. 10BR RATCHET ee ge ole ... .$15.00 
THREADER. 7” TO i PIPE All Prices F.O.B. Toledo or Distributor’s Stocks 

THE TOLEDO PIPE THREADING MACHINE CoO. 

TOLEDO. OHIO NEW YORK OFFICE, 72 LAFAYETTE ST. 


"TOLEDO 
Osea 


THEY’LL DO BETTER WITH A “TOLEDO” 








MILL SUPPLIES © OCTOBER 10, 1939 69 








“Values are relative” to ALLENS 


Our Distributors have a right to feel that they know 
GOOD LINES; what makes them good, what makes them 
stable and profitable. A wishful claim means nothing to 
them if contrary to their judgment and experience. 


While judgment may be misled by prejudice, you 
know what you know from experience ... You know 
what makes a strong Hollow Screw line from your own 
and others’ experience with ALLENS — over a 29-year 
period that proves something! 


The franchise value of other lines is rated frankly by 
their standing relative to Allens. Not every Distributor 
can handle Allens and for valid reasons not every Distri- 
butor wants to. But there never is any question about the 
standard of value. Least of all, perhaps, by the Distri- 
butors of competing makes .. . 


THE ALLEN MEG. COMPANY 


HArrrorn, Conn. U.$.A. 
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Illustrated is the largest steel cylinder 
ever rubber-coated by the Hewitt Rub- 
ber Corp., Buffalo. Photograph shows 
the rubber "coat" being ground down 
to exact working measurements, It is 
used in the pickling bath division of an 
Eastern steel company. Two and one- 
half days were consumed in grinding 
down rubber on this particular cylinder. 





Skilsaw's Development 
Told in Magazine Article 


Based on an interview with E. W. 
Ristau, vice-president of Skilsaw, 
Inc., Chicago, an article titled, 
“Strategy That Saved Skilsaw When 
the Bottom Dropped Out of Its Mar- 
ket” appeared in the September 15th 
issue of Sales Management. 

How this Chicago Manufacturer 
stuck strictly to business during de- 
pression, developed new products 
and changed to 100 per cent distrib- 
utor selling is related. Results of its 
policy has made each year since 
1932 progressively its biggest. 

“Since the depression started the 
company,” the article states, “has 
progressively occupied three plants, 
each larger than its predecessor. Its 
six salesmen have become 37. Its 
battle line consists of 800 distribu- 
tors, 500 of whom carry the full line. 
These 800 distributors have a sales 
force of more than 5,000 men.” 

“The job was done,” explains Mr. 
Ristau,” by revising sales methods, 
and seeking new fields.” Instead of 
lying down and playing dead with 
the building contractors the company 
decided on 100 per cent distribution 
through mine, mill and hardware 
and wood-working supply houses.” 





OUR APOLOGIES 


Through an oversight in composi- 
tion the name of Behr-Manning 
Corp., Troy, N. Y., was omitted from 
the list of manufacturers of Abrasive 
Papers and Cloth in the “Mainte- 
nance & Service Equipment & Sup- 
plies” section on page 163 of the 
September 10 Sales Guide Issue. 

















QUAKER fasken Policy 


The Quaker quality line of Mechanical Rubber Goods by reason of 
IS attractive to the aggressive distributor. : 7 “ 
Siifeus couse of seeneiataiinn quail cendecta l. its oi uae .-.full line of belting, hose and 
and today Quaker is still marching forward with both — - th ait i d 
increased sales and customers. - the quality of its products. 


Large warehouse stocks of desired assorted sizes, 
plies and thicknesses at Philadelphia, Chicago,Houston 
and San Francisco enable us to serve any sec- 
tion of the country with exceptionally prompt service. 


3. the broad scope of territory protection. 
4. the generous margin of profit. 


5. ample supply of attractive sales pro- 
motion literature, plus dealer’s helps. 


Ask about the Quaker franchise and policy of Distributor’s protection 


ER CITY RUBBER COMPANY | 





PHILADELPHIA - NEW YORK - CHICAGO - HOUSTON - SAN FRANCISCO 


7 





~ 
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If the plight of these boys re- 
minds you that Barnes makes 
good hack saw blades, they will 
have served their purpose well. 


Barnes Blades are sold through 
selected distributors who always 
sell the particular type of Barnes 
Blade best suited for the cutting 
job to be performed. That’s why 
customers seek them out, follow 
their recommendations -- and then 
watch their cutting costs go down. 


If you think you'd like to handle 
the Barnes Line write to us today 
and find out why it pays to be 
a Barnes distributor. 
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Thermoid Co. Treats 
Employees to Fair Visit 


Approximately 2,000 Thermoid 
Co, employees and members of their 
families recently visited the New 
York World’s Fair (picture on page 
42) as the 1939 version of the outing 
which the company gives for its em- 
ployees every year. Special trains 
engaged by the company left Trenton, 
N. J., at 7:00. arriving at the Fair 
grounds at 8:45, 

Immediately upon arrival at the 
grounds, the employees went to see 
the General Motors’ Exhibit where 
special privileges were extended to 
them. The Thermoid group, after 
leaving the General Motors’ Exhibit, 
visited the Goodrich Exhibit and saw 
Jimmy Lynch’s Dare Devil Show, 
then went to the Chrysler Exhibit 
and finished the morning by seeing 
the Ford Exhibit. 

All employees spent the afternoon 
visiting the various exhibits and 
attractions in which they were per- 
sonally most interested. To assist 
them in selecting the most worth- 
while things to see, a special pro- 
gram was prepared by Thermoid 
and distributed to all emplovees and 
their families. General information 
about the Fair and its facilities was 
also included in the program. Special 
trains took the group back to Tren- 
ton at 10:20 p.m. Expenses of the 
outing were borne by Thermoid Co. 


McNeil Promoted 


Announcement has been made of 
the appointment of Thomas A. 
McNeil as sales manager of Clover 
Mig. Co., Norwalk, Conn. Previous 
to his appointment Mr. McNeil was 
a representative for the company in 
the Middle West. 





Time out for a picture outside the 

Corinth Machinery Co., Corinth, Miss. 

Gilbert Atkins, left, and Edwin Atkins 

give out with their best smile before 

returning to their duties in the mill 
supply department 
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New ARMSTRONG TOOLS, new 
dies, fixtures and jigs all mean more 


ARMSTRONG TOOL HOLDERS 


Work is piling up in the tool rooms and die shops 
and that means more ARMSTRONG TOOL HOLDER 
sales for someone. Machine Tool sales have jumped 
to a new high and most new machine tools will want 
their complement of ARMSTRONG TOOL HOLDERS 
or ARMSTRONG Turret Lathe and Screw Machine 
Tools. Anytime is a good time to sell ARMSTRONG 
TOOL HOLDERS for they are used in over 96% of 
the machine shops and tool rooms, but right now is 


ARMSTRONG 


TOOLS from your 


305 N. Francisco Ave. 









ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


EASTERN WAREHOUSE AND SALES: 199 LAFAYETTE ST., NEW YORK 





a logical time to reap an extra harvest... is the 
time to display, talk, and sell the complete Armstrong 
System—ARMSTRONG TOOL HOLDERS for every 
operation on lathes, planers, slotters and shapers, 
and ARMSTRONG Turret Lathe and Screw Machine 
Tools. 


Check your stock of ARMSTRONG TOOL HOLDERS and supply 
of ARMSTRONG Catalogs (see that every salesman carries a new 
”“C-39"), counter and mailing literature, signs and displays. 








JUST OUT, NEW 
C-39 General Catalog, 
write for your copy 

today 


Chicago, U.S.A. 
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Created by UTICA 
for TOOL MILEAGE 





Ideal for Radio and Magneto Work 


With its pointed nose and narrow grip handle, 
this tool is ideal for girls doing radio and elec- 
trical assembly work. It is easy to handle and 
the sharper Alloy Steel cutting knives make the 
work easier. The pointed nose will reach deep 
and narrow places. It is also good for ignition 
and magneto workers, typewriter repairmen 
and assemblers. 


No. 895 UTICA Radio Plier 


UTICA DROP FORGE & TOOL 
CORPORATION 


UTICA ¢ N.Y. 
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Wright New Manager Resale 
Sales for Cutler-Hammer 

G. S. Crane, vice-president in 
charge of sales and engineering for 
Cutler-Hammer, Inc., Milwaukee, 





F. A. WRIGHT 


Wis., has announced the appoint- 
ment of F. A. Wright as manager 
of resale sales. 

Mr. Wright will be located in Mil- 
waukee, occupying the position 
formerly held by B. M. Horter who 
was recently appointed general sales 
manager. 

Mr. Wright has been an active 
member of the Engineers Club of 
St. Louis for a good many years 
and is also associated with the St. 
Louis Electrical Board of Trade. 
He is a graduate of the University 
of Michigan and has been with the 
company since 1927, 


Allegheny Ludlum 
Opens Warehouse 


Allegheny Ludlum Steel Corp., 
has established a new warehouse at 
201-203 First St., Toledo, Ohio, for 
the convenience and more efficient 
service of its customers within the 
Toledo industrial area, it was an- 
nounced recently by Kenneth T. 
French, president representative in 
charge. 

Mr. French comes from the 
Cleveland district office where he 
served for a number of years under 
W. H. White, district manager. He 
is aided in the Toledo district by 
D. G. Hoyt, sales engineer, whose 
many years of metallurgical training 
and experience enable him to offer 
valuable information and assistance 
to development engineers confronted 
with problems embracing the use of 
tool steel, stainless steel, electrical 
steel, Nitralloy and Nitricastiron. 






















ow KENNEDY helps you sell 


Pipe Fittings 
Bronze ~Malleahle lron~€ast Iron 


Kennedy helps you sell pipe fittings by giving extra 

























values in every stage of their manufacture without 
extra cost to your trade or to you. 


For example, Kennedy Malleable Iron Pipe Fittings 
are made in a Kennedy plant devoted exclusively to 


Preferred 


their manufacture; with accurately-controlled and 
by thousands of 


lengthy annealing which assures true malleability, 
precision automatic machinery which assures quick 


Contractors 
and Engineers 


make-up and thorough tightness, and heavy hot- 
dipped galvanizing which assures all-over resistance 
to corrosion. 


Kennedy Bronze Pipe Fittings are made of the same 
Thorough tests high grade red metal as used in Kennedy Bronze 
a aici Valves, and cast in electric furnaces served by an 
automatic conveying system. Their machine work is 
performed on precision equipment and each fitting is 


individually tested by air under water. 


Kennedy Cast Iron Fittings are made of a metal 


which is 50% stronger than ordinary cast iron and 


Every standard 


; the flanged faces are machined absolutely true. 
type and size 


These are some of the reasons why engineers and 
contractors who have once tried Kennedy Pipe 
Fittings continue to use them for all their work, and 
why you will find it pays to offer them to your trade. 


Complete information on request. 
Important features 
for better service 


The Kennedy Valve Mfg. Co. 
ELMIRA, N. Y. 


KENNEDY 
évira Values in VALVES and PIPE FITTINGS 
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oT T 


Tock S$! 


scam Money Maker 
THE 1GQ-SECOND” V . 


Think of it! With four rolls 
of Veelos V-Belt you have a 
complete stock of V-Belts in 
any length. Off the reel in 


poss 


less than 60 seconds—assem- 
bled into a truly endless belt 
by your customer in 60 sec- 
onds. For four years it has 
spelled f-i-n-i-s-h to out-of- 
stocks, rush orders and over- 


stocks for Veelos distributors. 








Money Saver 
for Your 
Customers 


There’s more to Veelos V-Belts 
than the stock economies for 
you. Because this new V-Belt is 
more flexible, because there is 
no side-bulge around the pul- 
leys, it reduces internal friction 
guaranteeing a drive of higher 
mechanical efficiency and longer 
belt life. Your customers and 
should-be-customers will like 
that. 


MANY JOBBERS are already writing profits with Veelos. 


Write for complete information and jobbers proposition. 


MANHEIM MANUFACTURING & BELTING CO., MANHEIM, PA. 
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Inside salesmen. Counter and telephone 

organization of the industrial depart- 

ment of the J. J. Stangel Hardware 

Company, Manitowoc, Wisconsin. Left 

to right—Joe Skarvan, A. Dufeck, Ed 

Wirtz, Sam Niemer, John Neimann and 
George Behringer 


Executive Changes Made 
By L. S. Starrett Co. 


The L. S. Starrett Co., Athol, 
Mass., announced the following ex- 
ecutive changes in personnel. 

Frank A. Ball retired as president 
to become chairman of the board of 
directors. David Findlay, formerly 
Ist vice-president and general sales 
manager, has been elected president. 
Arthur H. Starrett, formerly 2nd 
vice-president, now is vice-president. 
William J. Green, formerly Eastern 
sales manager, has been made gen- 
eral sales manager of the company. 
Lloyd I. Williams, formerly Pacific 
Coast representative, has been ap- 
pointed Pacific Coast sales manager. 

In the manufacturing department 
R. J. O. Simpson retired as super- 
intendent to become consulting engi- 
neer, William D. Starrett, formerly 
assistant superintendent, has been 
made superintendent. William A. 
Thorp becomes assistant superin- 
tendent. 





Here's part of the crowd at the Nelson 
Machinery Company, Green Bay, Wis- 
consin: Left to right—William Nelson 
and M. Sampson, salesmen; C. Mc- 
Keough, shop foreman; H. J. Nelson, 
company president; M. E. Anderson, 
office manager, and R. Nelson, salesman. 
William Nelson is a son and R. Nelson 
a nephew of ''the boss” 














EVERYTHING IN TRANSMISSION: Bear- 
ings — Collars — Clutches —Couplings — 
Contactors — Hangers — Pillow Blocks 
— Pulleys — V-Belt Sheaves and Com- 
plete Drives. 

4 


V-BELT DRIVES 
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Some 


good terri- 
fory still open to 
alert distributors! 


WOOD'S V-BELT DRIVES transmit developed power 
with minimum loss ... run smoothly ... evenly 

- absorb backlash and jerks which prolongs 
the life of the motor. Only sheave grooves that 
are precision machined, accurately spaced and 
absolutely true, with side walls at perfectly uniform 
angles can make possible such invariably long-lived, 
economical performance! 


Our stock assortment consists of nearly 2800 
drives, from ‘4 h.p. to 100 h.p., with at least a 
dozen selections of center distances for each 
drive. SPECIAL RUSH DELIVERY SERVICE on emer- 
gency jobs—shipment of stock drives same day 
order received. 


T. B. WOOD'S SONS COMPANY - Chambersburg, Pa. 





AND YOU'LL MAKE A SALE! 


How to get the most steam out of the 
least fuel—that's a subject that every 
engineer is interested in. A subject 
that you, as the Belmont distributor, 
can give him some valuable pointers 
on. For Belmont steam service pack- 
ings have been specifically made to 
hold that steam! 





Check the engineer on the packing he 
uses in his stuffing boxes. Point out 
that when boxes are sealed with Bel- 
mont they're sealed tightly. And, at 
the same time stress the value of the 
Belmont name and the quality it as- 
sures. Then show, with the Belmont 
Sample Kit, how this quality is incor- 
porated. Let the customer see the 
packing for himself—a clinching argu- 
ment that rarely fails! 


And don't forget to talk about the new 
Belmont Catalog which will be off 
press soon. More than just a listing 
of packing, it will be an ambassador 
of good will that will bring you busi- 
ness when you least expect it—per- 
haps, when you most need it. 


BELMONT SUPPORT 
DISTRIBUTOR 


HELPS 
SALES 
THERE’S A 


BELMONT PACKING 


High-Pressure Asbestos Packing— 
Belmont 30 

Made from closely woven asbestos cloth frictioned 
with a heat-resisting rubber compound. The center 
asbestos block is made by folding the cloth upon it- 
self. The rubber cushion is compounded to remain 
resilient when sbijected to extreme tem- 
peratures. Always furnished lubricated 
ond grophited uniess otherwise spe- 
cifled. Rubber cushion supplied 
on all pocking space sizes 
from 4%" upword; small 
sizes withoyt rubber 
cushion. 


Square-Braided Asbestos Packing — 
Belmont 754-P 

Made of Long Fibre Asbestos Yorn. Braided square 

in the some manner o1 in braided flax packings. 

Each strand of yarn is lubricated and graphited, 

resulting ina thoroughly lubricated product, which 

will not harden or score shofts. 
























Semple page from the new 
Belmont Catalog which will 
be off press soon. 


FOR EVERY SERVICE 


BELMONT 


_ ee Te ee 


= = 8 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA 
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Paul Weinberg went + fehing up in Pe- 
quot, Minnesota, this summer and, to 
prove his expedition was a success, had 
this picture taken with one of his catches. 
But we'll bet son, Jimmie, also pictured, 
claims part of the credit for landing 
this big one. Paul is of the firm of 
Weinberg and McKee, Incorporated, Chi- 
cago, catalog compilers and publishers 


W. Roy Moore Joins 
Clemson Organization 


Clemson Bros., Inc., Middletown, 
N.Y., recently announced the addi- 
tion of W. Roy Moore to its sales 
force in the New England territory. 
Seymour Sears, who also represents 
the firm in this area, will continue to 
promote sales. 

Mr. Moore, who now represents a 
limited number of recognized lines 
and has had considerable experience 
in the industrial supply field. Mr. 
Moore resigned his position as vice- 
president in charge of sales of Bill- 
ings & Spencer Co., in 1938 to be- 
come director of sales for Peck Stow 
& Wilcox Co. More recently, his va- 
ried experience led him into business 
for himself. 


Raybestos Forms New 
Industrial Division 


In order to consolidate sales activ- 
ities and further to improve service 
to customers, Raybestos-Manhattan, 
Inc., announced the establishment of 
an industrial sales division to handle 
asbestos textiles, packings and com- 
pressed sheet, rubber packings and 
industrial friction materials. 

George W. Marshall, Jr., has been 
made general manager of the divi- 
sion, and John A. Bettes, Jr., who 
has been identified with the asbestos 
industry for more than ten years, 
has been appointed sales manager of 
the textile department. The indus- 
trial sales division will operate out 
of Manheim, Pa. 
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ACTIO 


WHAT ARE THE 
SAFETY opps’ 


There's strength to spare—safe, enduring strength 
in HERC-ALLOY Sling Chains. Designed and built 
by chain experts of Herc-Alloy—one of the tough- 
est metals aauee to industry —these improved 
sling chains are winning records for strength and 
endurance on all types of applications. Just check 
these highlights: 


1 Heat Treated HERC-ALLOY throughout the 
entire chain for maximum uniform strength. 


Links are INSWELL Electric Welded by a new 
process fully covered by Patents. 


2 
3 HERC ALLOY Heat Treated Hooks give max- 
4 








imum strength at these vital points. 


Short, narrow links reduce to a minimum the 
danger of bending or gouging when used 
around sharp corners. 

5 All Joiner Links are of Heat Treated HERC- 
ALLOY. Descriptive literature on request. 


For Safety Specify 


MERE ALLDY 


SLING CHAINS 


COLUMBUS-McKINNON CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


120 FREMONT AVE. TONAWANDA, N. Y. 
Song Branch Offices: NEW YORK + CHICAGO + CLEVELAND ap 























When ti takes 


PULL 


to get the job done 


THIS “CM” PULLER pu tts 
AND LIFTS FROM ANY ANGLE/ 





It’s a compact, mechanical power unit—This “CM” 
PULLER—and a tool with a hundred and one uses, such 
as stretching wires, cables and fencing...in trench work 


..in mine service...construction... general maintenance. 


It’s easy to handle and operate. One man can pull or 
lift up to 12,000 lbs. The 4% ton model weighs only 17 
Ibs., and 43 lbs. of effort pulls 4 ton load...“Herc-Alloy” 
double duty chain cannot kink in service or storage. 
All working parts enclosed. Gear reduction on all sizes. 


Drop forged gears, shafts and lift wheel. Want details? 





Ask your dealer or write for Bulletin No. 134. 


CHISHOLM-MOORE HOIST CORPORATION 


(Affiliated with Columbus-McKinnon Chain Corp.) 
120 FREMONT AVE. TONAWANDA, N. Y. 
4} Branch Offices: NEW YORK + CHICAGO + CLEVELAND BN 
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Store staff and the boss. This group of 

smiling gents is associated with the 

Huchthausen Company, Manitowoc, 

Wisconsin. Clockwise—E. W. Schroeter, 

S. Gospadarek, Walter C. Huchthausen, 

president; G. C. Moldenhauer and J. J. 
Fricke 





Beaulieu Heads New 
McDonald Supply Division 


The A. Y. McDonald Mfg. Co., 
Dubuque, Iowa, for 83 years in busi- 
ness as a distributor of pumping, 
plumbing and heating supplies and 
other lines, has created a mill supply 
division under the management of 
R. Beaulieu, a veteran in his line. 

Although the McDonald Co. has 
a number of branches in various mid- 
western and western cities, its mill 
supply activities are starting in Du- 
buque, and will be confined, for the 
present, at least, to the natural Du- 
buque trading area. 

Mr. Beaulieu joins the McDonald 
organization following nineteen and 
one-half years of service with the H. 
Channon Co. of Chicago, during 
which he gained wide experience 
in departmental management and 
buying. 

Mr. Beaulieu states that McDon- 
ald has completed arrangements to 
represent many of the leading manu- 
facturers of mill supplies, and will 
be able to serve its territory com- 
pletely. He says that the mill supply 
division will do all within its power 
to uphold the fine tradition of the 
A. Y. McDonald Mfg. Co. 


Parker Appoints DeJure 


Joseph DeJure, 410 Commerce St., 
Philadelphia, was recently named 
representative on vises for Charles 
Parker Co., Meriden, Conn. Mr. De- 
Jure will cover the Middle Atlantic 
territory. 


Ellfeldt Issues Folder 


A folder entitled, “Complete In- 
dustrial Service” containing a list 
of products and companies repre- 
sented is now being distributed by 
Ellfeldt Hardware & Machinists 
Supply Co., Kansas City, Mo. 
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The price-per-foot of wire rope means 
little to the rope user. It’s the price-per- 
unit-of-use that determines the actual cost 
of wire rope. If a rope made of gold would 
show lower use costs, it would be a real 
economical selection. Real economy for the 
user is the basis of all recommendations 
by Wickwire for both Regular Lay and 
Wisscolay Preformed Wire Ropes. While 
the purchase price of Wickwire Rope is 
no higher than that of other recognized 
brands, users who change to Wickwire Rope 
usually find that their price-per-unit-of-use 
goes down. Wickwire Rope lives longer 
... use it yourself and note the difference. 


WICKWIRE SPENCER STEEL COMPANY 


General Offices: 500 Fifth Avenue, New York City; Sales Offices 
and Warehouses: Worcester, New York, Chicago, Buffalo, San 
Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Abilene, 
Texas, Seattle. Export Sates Department: New York City 


MILL SUPPLIES © OCTOBER 10, 1939 














GROBET 


Grobet Hand Cut Rotary Files 


ayy 





KHC Set—$11.40 


Ask for our catalog BR illustrating hundreds of different shapes of rotary files, hand 
cut, milled cut, ground from the solid. 


“Ask also for our catalog BF illustrating more than 5,000 different shapes, sizes and 
cuts of Grobet Swiss Precision Files; also files for all types of filing machines.” 


SA, 


ee 


GROBET FILE CORPORATION OF AMERICA 
3 PARK PLACE, NEW YORK CITY 





G E Commemorates 
Meter Manufacture 


Commemorating 50 years of meter 
manufacture by the General Electric 
Co., the Lynn, Mass., Chamber of 
Commerce held a celebration and 
dinner October 4. 

The celebration began with an 
“open house” at the General Electric 
plant in the afternoon, to be fol- 
lowed by the unveiling of a tablet by 
the Chamber at the factory, a big 
civic parade and celebration in the 
city’s new stadium, seating 25,000, 
and a dinner to be held at the New 
Ocean House in Swampscott. 


Bramer Joins Stanley; 
Formerly With Pattison Co. 


Norman A. Bramer has resigned 
from the sales staff of the W. M. 
Pattison Co., Cleveland, Ohio, to 
accept a position in the sales depart- 
ment of Stanley Electrical Tool Co. 
W. F. Miller recently returned to 
active sales work after being on leave 
of absence since last October. 


Townsend Joins Essmueller 


Essmueller Mill Furnishing Co., 
Kansas City, Mo., recently an- 
nounced the addition of J. A. Town- 
send to its sales staff. Mr. Townsend 
was previously connected with the 
Gates Rubber Co., and S. D. Calla- 


Ask Any Bunting Wholesaler © 
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Bunting’s well-tested 
policy of distribution 
is a powerful aid to the 
wholesaler who seeks 
increasing volume and 
profit in the sale of 
Bearing Bronze and 
Finished Bearings... 
The Bunting Brass & 
Bronze Company, 
Toledo, Ohio. Ware- 
houses in All Principal 
Cities. 


UNTING 


BRONZE BUSHINGS + BEARINGS 
PRECISION BRONZE BABS + BABBITT METALS 
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J. W. Vickers, who recently succeeded 
H. H. Riddle as manager of industrial 
sales for The Geo. Worthington Com- 
pany, Cleveland, when Mr. Riddle as- 
sumed other duties for the Worthington 
organization. With impressive experi- 
ence behind him, Mr. Vickers is well 
qualified for his new post 














Fig. 1641 
Pat. Pending 





the 
demand for 


BRAKO 





SELF-LOCKING 


Hollow Set Screws 
WITH THE KNURLED POINTS 


is sweeping 
through almost 
all industries 


Here’s a constantly growing 
market a revolutionary 
idea has taken hold every- 
where because it is the 
solution to a long existent 
problem encountered in almost 
all industrial plants. Where 
vibration has heretofore 
shaken loose ordinary set 
screws, the “Unshako” Self 
Lockers hold tight. One cause 
of possible accidents or ma- 
chinery breakdowns is elim- 
inated. The need for continual 
check-ups is unnecessary .. . 
maintenance costs greatly re- 
duced. 


There’s' profit 
ahead for wide- 
awake mill supply 
houses that sell 
this line. Write 
now for full in- 
formation and our 
dealers  proposi - 
tion. 


Fig. 1645 


STANDARD 


PRESSED STEEL CO. 
JENKINTOWN, PENNA. 


Boston Chicago 
Detroit St. Louis 
Indianapolis BOX 519 San Francisco 
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What'll you have? A place for every- 
thing and everything in its place is the 
motto of Frey Industrial Supply Co., 
Los Angeles, Cal., who can boast of a 
mighty neat interior. 

of their warehouse 


Here's a section 








Disaster Cars 


(Continued from page 31) 








of the equipment by knowing and 
working along with the fellows in 
the fire department, who specified 
and bought.. You might say ‘col- 
lected,’ for they were quite awhile 
about it. Maybe I sold $500 or 


| $600 worth in all, for cash—no | 
| donations. 
| things, 


As I recall prominent 
they included a 10-ton 
screw jack, emergency jack, wire 
rope slings, crow bars and wreck- 


| ing bars, hoists, electric drill, all 
| the small tools, complete set of 


P. & C. socket wrenches, rope, log | 


carriers, peaveys, etc.” 


Twenty-four thousand dollars is | 


a lot of money. But it is not so 


| much if a municipality takes hold. 
| A large city could well have sev- 


| eral such cars. 


| it to the city fathers. 


Anyhow, it is an 
idea worth keeping to the front. 
No harm starting now. to suggest 
Portland 


| stands ready to give further infor- 
| mation on how to design and build 





such a car and equip it. 








Industry Gears Up 
(Continued from page 18) 








distributor said he was advising 
customers of coming price rises so 
that they might place orders for 
mmediate delivery before these 
rises went into effect. 

One house reported that it is 
stocking some lines which were 
formerly shipped direct from its 
manufacturers to customers. ‘This 
same distributor declares his per- 
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ADD'YAN KEE” 


EFFICIENCY 


in driving Phillips 
Recessed Head Screws 







— Two Styles — 
““YANKEE’’ DRIVERS 
HEAVY DUTY 
and 
REGULAR 





HEAVY DUTY 


No. 901-1 Point 
No. 902-2 Point 
No. 903-3 Point 
No. 904-4 Point 





REGULAR 
No. 941-1 Point 
No. 942-2 Point 
No. 943=3 Point 
No. 944-4 Point 


“YAN KE E”’ 
PHILLIPS BITS 
for use in all 
“YANKEE” SPIRAL 
SCREW DRIVERS 


No.1 POINT 


No. 2 POINT 


No. 3 POINT 
PHILLIPS LIC.3 Patent Nos. 2046837-2046840-2066372. 
“Yankee” Phillips screw driver blades and 
bits are of special alloy steel; the best ob- 
tainable for the purpose. They are hardened 
and tempered to the proper degree for the 
driving of Phillips Screws, including the 
sheet-metal, self-tapping types of screws 
which are being used very extensively. 
Write us for further details. 
NORTH BROS. MFG. CO. 
Dept.ML Philadelphia, U.S.A. 





83 





You can’t sell 
water—but 
You can sell 


Sell LOWELLS, the Time- 
Tested and Time-Proven 
REVERSIBLE RATCHET 
WRENCHES. 


STRONGER and SAFER 
construction than any 
ieee... other similar tool on the 
market. Covered by the 
GUARANTEE: 


Any broken handle re- 
turned will be replaced 
without charge. 












LOWELL WRENCH CO. 
WORCESTER, MASS. 








Distinctive 
Sales Features 
make this Nut 
a Best Seller 
for many Mill 
Supply Houses 


Pat’d and 
Pats 





Pending 
Fig. 1510 
Cut-out 
section 
showing 


in place 





Cc tnes lf contained. Neat- 
The Nut that can't shake loose | o5oe Ee or appiying 21 


Ease of applying and removal. 
Unfailing holding. No fussing with 
separate washers or pins. All these 
appeal strongly to the industrial 

t f user and make ‘“Unshako"’ Nuts 
4 no or steady sellers and regular repeat 
items. Let us tell you how you 


you, too? can profit by ‘carrying them, "Write 
STANDARD PresseEp STEEL Co. 











BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT ST. Louis 
INDIANAPOLIS BOX 519 SAN FRANCISCO 
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He has checked the movement of 
various lines and the purchases of 
individual customers over the last 
six months and is able to continue 
a constant check on these factors. 
As demand accelerates on various 
lines, his buying will accelerate 
accordingly. 

This distributor voiced an im- 
portant warning to those who 
would attempt anticipating indi- 
vidual customers’ requirements on 
specific lines. It should be borne 
in mind, he said, that conditions 
might develop which would cause 
the government to order certain of 
these customers to change from 
the production of their regular 
products to the manufacture of 
other types of products, which in 
turn would alter the requirements 
of these plants. The same individ- 
ual is refusing to sell large quan- 
tities of certain items, on which 
shortages might later develop, to 
big firms outside his natural trad- 
ing area, when doing so might put 
him in a position where he would 
be unable to serve the require- 
ments of his regular customers. 
“It behooves the distributor to take 
care of the customers whom he 
serves regularly in peace or war,” 
he said. 


What Veterans Think 


Some of those who steered in- 
dustrial supply houses through the 
hectic waters of the previous war 
found themselves automatically en- 
gaging in reminiscence during the 
early weeks of September as the 
old days began to come to life 
again. Most of these veterans 
agreed there was little about the 
developments of September, 1939, 
to remind them of August, 1914. 
It was more like the days of 1917- 
18, when the United States was an 
active participant, they said. 

“T am not too expectant of busi- 
ness to be had from the war it- 
self,” said one of these old timers. 
‘But the war has had the effect 
of making this country realize 
there are a lot of things we still 
must have, especially in the line of 
defense. Preparedness will be 
much more easily sold this time. I 
can foresee a situation wherein 
steel products will be hard to get. 
It would probably be wise to stock 
up on small tools and similar items 
because when a customer wants 
these you can’t delay in getting 
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them if you are to get the business. 
Sooner or later we can expect a 
price boost in sheets, bars, pipe, 
valves and all steel products.” 

Some recalled vividly the rush 
for equipment, supplies and tools, 
and the government “priority or- 
ders” which gave certain custom- 
ers, because of the nature of their 
production, first claim on various 
products furnished by distributors. 
One distributor who dwelled on 
this phase observed, “I believe that 
some supply men, in building their 
stocks at the present time, have 
thoughts in mind of taking care of 
those customers who would not 
benefit from priority orders in case 
we entered the war or set out on a 
big preparedness program.” 


Advice on War Boom 


Sound advice for both manufac- 
turers and distributors selling to 
industry was contained in the 
statement of another who headed 
a prominent eastern supply house 
during the previous war boom. 
He said, “All buyers were contact- 
ing all supply houses. It was a 
seller’s market. In turn, the sup- 
ply houses couldn’t always get 
what they wanted from their own 
supply sources. Thus customers 
were given a chance to sample 
supply house service where they 
had been in the habit of buying 
direct, and to compare the service 
of the different houses. Those who 
gave good service during the 
emergency received steady business 
afterward. On the other hand dis- 
tributors had an opportunity to 
sample the various factory supply 
sources and to learn who were 
their real friends. This led to lin 
ing up better manufacturer con- 
nections.” 

Along this line another distrib- 
utor had this to say, “Unless a 
manufacturer's plant is “comman- 
deered’ by the government to turn 
out certain products, he should 
not allow his desire to make profits 
on special material demanded by 
war to cause him to neglect his 
distributor’s needs. A manufac- 
turer is foolish to give more than 
50 per cent of his plant capacity 
to the manufacture of war needs 
unless his plant is ‘commandeered.’ 
If he does, his company is likely 
to lose its identity with its dis- 
tributors and customers.” 


| 
| 





REASONS WHY 


MAUREY v-tyre STEEL 


MAKE SALES EASY FOR YOU! 


smooth running and trouble-free 


extra strength because of heavy rolled edges 
and special welded construction 


run true because of solid steel or malleable 
iron hubs 


attractively finished in silver aluminum 
cost no more than ordinary types 


most complete line of single-groove steel v-pul- 
leys in the world. 


Our long experience in building V-Pulleys and our 
thorough understanding of the uses for this type of 
pulley is responsible for the excellent performance 
records which Maurey Pulleys have made and are 
making every day. The most casual inspection will 
convince users of the superior quality of Maurey Steel 
V-type Pulleys and by the way, it would be well to 
have one of our display boards on your counter or in 
your window so that customers can actually see and 
examine these pulleys. It is a great sales help! 


Many distributors are finding the Maurey line a fine 
source of income—how about you? Let us send you 
detailed information—make full use of our complete 
stocks and rapid service. 


PULLEYS 











MAUREY 
TYPE NO. 3 











MAUREY MANUFACTURING CORP. 


2907-15 S. WABASH AVENUE 


Chicago Rawhide Hammers have well balanced one-piece 
malleable iron heads and replaceable inserted faces 
securely seated and backed-up which cannot loosen even 
under the severest service. These tough durable rawhide 
faces have a resiliency that absorbs shock and prevents 











breaking . . . A non-bouncing resiliency with a satisfying " 


work done. 
splinter or split, crumble or "smear". 


CHICAGO, ILLINOIS 





MAUREY 
VARIABLE PITCH 
V-PULLEY 





marring, battering and 


carry through" that gets 
Tool users prefer Chicago Rawhide Hammers because they cannot 
They are accurate, safe striking tools made 


in six sizes and weights. Also Mallets with all rawhide heads in twelve sizes and 
weights. 
There is a volume of business for the distributor who pushes Chicago Rawhide Hammers and 
Mallets for assembly and production operations, maintenance work, die work, etc. Remember 
each Chicago Rawhide Hammer or Mallet you sell makes another satisfied repeat customer. 


Batu 


ILAGO RAWAUE MFG.CO. 


1290 ELSTON AVE- CHICAGO -U-5-A- 
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Boys—I’m flying high. My 
head’s up in the clouds. Just 
solo’d through one of the big- 
gest aviation plants and I'm 
telling you | could write a book 
on “things | never knew be- 
fore.” Yessir, you’d be amazed 
too, at the quantity of industrial 
adhesive tapes they use... for 
finishing, stenciling designs, 
protecting parts in shipping and 
during ocean transportation. 
They’re finding new uses for 
adhesives tapes every day. Spin 
your propellers and zoom ahead 
for a greater part of this busi- 
ness. Let’em know who you are 
and where you are—and that 
you carry the full line of Indus- 
trial Tape Corporation Adhesive 
Tapes. The best is what they 
want and need. So contact! 
Pull back the joy stick and shoot 
up your volume and profits. 





SEND COUPON 


Gentlemen: 


Please forward at once, your 
brochure on industrial adhesive 
tapes. No obligation, of course. 


NAME __ 


ADDRESS 


INDUSTRIAL 
TAPE 


CORPORATION 


NEW BRUNSWICK, N. J. 














Sell Power Harness 
(Continued from page 25) 
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2-speed drives and similar appli- | 


cations. As long as the power unit 
is driving, this clutch stays en- 
gaged, but if the driver slows up 
or the load speeds up, the clutch 
releases until they are again oper- 
ating at the same speed. An ex- 
ample is a load driven by a multi- 








5 


Six common coupling types, Nos. 3 
and 6 being chain types, 1 and 2 
center-insert units, and 4 and 5 more 
elaborate devices 


speed motor. When changing from 
a higher to a lower speed, a free- 
wheeling clutch will prevent shocks 
due to braking action of the motor. 

With clutches and couplings, of 
course, go all the other mechanical 
—transmission items. When you’re 
in on a clutch job, look around to 
see whether you can’t also sell 
hangers, shafting, pillow blocks or 
anti-friction bearings, pulleys, belts, 
etc. In other words—sell drives. 
Sell the harness, not just the bit. 
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NEW DEVELOPMENTS 
in the VISE FIELD . 


vy Helland® 








THAT HELP YOU 
TO SELL MORE! 





COMBINATION VISES 


A recently perfected model now of- 
fered for the first time in the mill sup- 
ply field. It combines vise, anvil and 
pipe jaws ... mounted on a swivel 
base. Jaw widths 4 sizes from 3%” to 
6”: holds pipe from 4%” to 6”. 





TOOL ROOM VISES 


Adapted for tool room work ... with 
swivel base and swivel jaw. 





SOFT METAL VISE JAWS 


Designed for machinists vises . . . will 
fit any make of vise, made in sizes 
from 3” to 6” in copper, brass or lead. 
Easily and quickly adjusted to any 
vise ... and stays solidly in position. 


FIND OUT HOW YOU 
PROFIT WHEN THEY 


Hollands 


Drop us a line today for 
literature describing the 
complete Hollands Line 


and No. 36 price list. 


HOLLANDS MFG. Co. 


ERIE, PENNSYLVANIA 
Serving Industry for over 12 century. 
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See the Light? 
(Continued from page 21) 








there are those tasks involving the 
discrimination of extremely fine 
detail under conditions of extreme- 
ly poor contrast. Examples are 
finishing and inspecting in auto- 
mobile manufacturing, engraving, 
sewing departments in hat manu- 
facturing and cloth products man- 
ufacturing, imposing stones in 
printing plants, and so forth. These 
operations require at least 100 
footcandles. Then there are those 
operations, such as fine bench and 
machine work, fine buffing and 
polishing, and so forth, which in- 
volve the discrimination of fine 
detail under conditions of fair con- 
trast. Illumination levels of from 
50 to 100 footcandles are here re- 
quired. Lastly, there is that group 
of seeing tasks which involve the 
discrimination of moderately fine 
detail under conditions of better 
than average contrast, for inter- 
mittent periods of time. The level 
of illumination required for these 
tasks, of which fine grinding, pol- 
ishing, and so forth, in glass man- 
ufacturing, and fine sanding and 
finishing in woodworking are 
typical examples, is 30 to 50 foot- 
candles. Frequently this can be 
provided by a general lighting sys- 
tem although it is usually best to 
recommend a combination system. 


New Projector Lamp 


The new projector spotlamp and 
the new Fluorescent lamps supply 
the answers to many supplemen- 
tary lighting problems. The pro- 
jector lamp, for instance, will 
supply 100 footcandles over an 
area 40 inches in diameter when 
mounted 10 feet from the task. As 
mentioned above, there are many 
tasks requiring these high foot- 
candles and the projector lamp is 
one way to get them. 

Such characteristics as efficient 
production of daylight and one- 
quarter the radiant heat per foot- 
candle compared with filament 
lamps are excellent sales reasons 
for recommending the Fluorescent 
lamp. Actually the light from the 
daylight Fluorescent lamp is the 
nearest approach to natural day- 
light that it has ever been possi- 





CAPITAL 


“RED CAPS” 


... THE RIGHT LINE 
FOR PROFITABLE BRUSH 
AND BROOM SALES 


Ask yourself this question, “Am I hand- 
ling the right line of industrial brushes 
and brooms?” If the answer is “Yes,” then 
we know you sell CAPITAL “RED CAPS.” 
We know too that you're being well paid 
x for your effort. There is a constant need 
in every industry for good brushes and 
brooms and this need is your opportunity 
for new and replacement business. The 
CAPITAL “RED CAP” line is complete 


and has won recognition among users for 

fine quality and long-lived performance. 

Our distributor policy includes sales as- 

sistance and good profit margins. Here 
BASS PUSH BROOM is the RIGHT line—get behind it! 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 
Corner Brush and Broom Street, Indianapolis, Ind. 

















MAGNESIA—AsBEsTOS 


HEAT INSULATIONS 
Cut Production Costs! 


Modern industrial plants are saving thousands of 
fuel dollars each year through the correct appli- 
er ym cation of CAREY Heat Insulations. The com- 
Por temperatures up to Plete CAREY Line includes high efficiency in- 

300°R. sulating materials of Asbestos and Magnesia for 
every known service condition—for temperatures 
ranging from 


SUB-ZERO to 2500° F 


In addition, the services of Carey Engineers and 
Carey research facilities, available through branch 

For en ae edium Offices covering the nation, are offered to help 
Pressure. solve the insula- 
tion problems of 
your customers. 

















Write for details 
and book of inter- 


HI-Temp Blocks | Hair Felt Insulation eSting data — ad- 
Tao ea =— ee a dress Dept. 55. 


THE PHILIP CAREY COMPANY | . Lockland, Cincinnati, Ohio 





BRANCHES IN PRINCIPAL ode i i ae 
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Fast growing into the most popular 
gasket with lots of users in many fields. 


Reason? A better product. Giving peo- 
ple more for their money is an old 
Goetze custom that also puts extra 
profit in your pocket. Investigate. 


GOETZE GASKET & PACKING CO., Inc. 
26 Allen Avenue, New Brunswick. N. J. 
Branch Offices in Principal Cities 


ee for GASKETS 


“Americas Oldest and Largest Industrial Gasket Manufacturer’ 









43) 


When your customers put a Simplex Ball Bear- 
ing Screw Jack under a load, they'll thank you 
for supplying a Simplex, even though no 
brand may have been specified, because the 
self-leveling cap has a 9° float (the single 
chrome-molybdenum ball reduces friction 
88%), the unbreakable malleable base has a 
safety peep-hole, and the extra service life and 
other safety and operating features make it 
today’s outstanding value in a screw jack. 

It has the highest efficiency of any screw jack 
made. Every ton your customers lift with it 
will be a ton of good will. 

Made in 38 sizes with 4-way head as shown; 
23 sizes with malleable base; 19 sizes with 
ratchet type head. 


Sold through supply houses — the economical 
method of distribution for both purchaser and 
manufacturer. 


TEMPLETON, KENLY & CO., Chicago, Ill. 


Better, Safer Jacks Since 1899 


GOLD MEDAL AWARD SAFETY JACKS 
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ble to produce directly by a prac- 
tical light source at high efficiency, 
it is said. And there are many 
places in industry where artificial 
daylight is required—‘‘cool day- 
light,” such as the Fluorescent 
lamp can produce. 


Special Applications Galore 

There are plenty of opportuni- 
ties to sell special lighting equip- 
ment and lamps. Vapor-proof and 
explosion-proof equipment are 
good examples. These are es- 
pecially designed for locations 
where corrosive vapor, inflamma- 
ble gases, explosive dusts and 
moisture-laden atmospheres are 
present. The best prospects are oil 
refineries, paint and varnish man- 
ufacturing, steam processing, gra- 
naries, flour mills, engine rooms, 
and other locations where an ordi- 
nary lighting unit might present 
a hazard. 

Then there is the vibration prob- 
lem which is common to some in- 
dustries. Where vibration is pres- 
ent, attention should be given to 
the use of vibration and shock- 
absorbing devices, or to a type of 
system or better location of the 
lighting equipment to avoid these 
conditions. Where such conditions 
are inherent, vibration or rough 
service lamps should be recom- 
mended. 

The vibration lamp is especially 
designed to withstand high-fre- 
quency vibration which is pro- 
duced by high-speed machinery. It 
is not recommended for those 
operations where shock is inherent 
or for horizontal burning. 

The rough service lamp, as the 
name implies, is for use in those 
locations where the lamp receives 
considerable abuse, such as with 
extension cords in garages and 
similar applications. 

A recent development which 
seems destined to find wide appli- 
cation is the new drying lamp 
which produces radiant energy in 
the near-infra-red region of the 
spectrum. The time required to dry 
lacquers and quick-drying enamels 
is only five to fifteen per cent of 
the time allotted for previous meth- 
ods. Corresponding success has 
been experienced in the drying of 
latex, inks, paper, blueprints, resins 
and other processed material. 

The first large-scale use of near 
infra-red drying was in the man- 
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AMERICAN MACHINIST 


= 
330 WEST 42 no STREET NEW YORK,N.Y 


October 5, 1939 


Mr. D. D. Peden, Pres. 
Peden Iron & Steel Co. 
700 N. San Jacinto St. 
Houston, Texas 


Dear Mr. Peden: 


Your best customers are metal—working plants. The most important men— 
to you-——-in these plants are the men who decide what brand is to be bought. Here 
are some of the men in Houston who decide that vital question. Here also is what 
they think of the leading metal-working publication, American Machinist: 


N. W. KISSON, Plant Superintendent of Reed Roller Bit Co. ''I have 
read American Machinist for over twenty-five years and still find it the most 
interesting paper in the field. Its many valuable suggestions as well as the new 
ideas, together with the advertising on machinery and equipment all tend to help 
the men in executive positions to keep abreast of the times.'' 


R. A. FENZL, President of Harrisburg Machine Co., Inc. ''I have been a 
constant reader of American Machinist for a period of more than ten years. The 
articles on new equipment and the advertisements are an education in themselves. 
Many times during the most trying years of the depression I have been tempted to 


give up my subscription, but each time I realized the paper was indispensable to a 
general shop such as ours.'' 


L. J. HEWETT, Superintendent of American Iron & Machine Works. ''It is 
my Opinion that American Machinist has a very definite place in the industry that 
no other paper can possibly fill. .. I keep the Buyers Reference Number always 
at hand. A recent experience when it was necessary to get bids quickly on some 
special tools brought forth the fact that this number alone is worth more to me 
than the price of my subscription.'' 


R. R. GROVE, Works Manager of Cameron Iron Works. ‘''Having been a 
reader of American Machinist for nearly 30 years, I cannot urge too strongly the 
reading of this paper by those wishing to keep up with the parade in the metal-— 
working field. The editorials are easy to read and to the point. .. Many con- 


sultations are held in which the advertising pages of American Machinist play an 
important part.'' 


Dozens of other key men in Houston metal-—working read American Machinist 
articles and advertising to keep similarly posted, and metal-working executives 
the country over use American Machinist as their year-round buying guide. To reap 
the benefit of this sales influence, suggest to the manufacturers that you represent 
that they can help you most by advertising in 


Yours sincerely, 


, 
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VS THE LITTLE JOBS THAT COUNT 


@ Yes, small jobs are important because an “open door” is half the sales 
battle won! Take the illustration for example. Invariably some minor 
job like this actually ‘“‘springs the latch” for more brush sales to every 
vlant you serve. Equally important is the fact that the MILWAUKEE 
line enables you to get the business by supplying their needs completely 
with job designed tools for each production, special setup, or maintenance 
operation. Be wise and rely on MILWAUKEE to serve you so that you 
can serve your customers better! 


THE MitwAUKEE Brush MANUFACTURING Co. 
MILWAUKEE, WISCONSIN 











WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS + BENCH BRUSHES - FOUNDRY BRUSHES 




















ATTENTION 
DISTRIBUTORS 


lf you want a complete line of FILES 
(American and Swiss Pattern in all sizes, 
shapes and cuts, Rifflers, Needle, Coil) 
outstanding for their metal cutting quali- 
ties, backed by 25 years time tested, 
time proven years of satisfactory service 
and a sales policy that protects stocking 
distributors then write us. 


The franchise may be open in your 
territory. 


CARSON NEWTON CO. -Belleville, N. J. 


"ALLIGATOR BRAND" 


CARSON-NEWTON 
FILES 
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ufacture of automobiles at the Ford 
Motor Co. plant in Dearborn, 
Michigan. Some 35,000 lamps in 
gold-plated reflectors are em- 
ployed. In this installation the 
prime coat on the car is dried in 
seven minutes, whereas with the 
oven previously used approxi- 
mately 30 minutes were required. 
Finishing coats require longer— 
fourteen minutes in the lamp tun- 
nel and 80 minutes in a steam 
oven. 


Contact Influential Factors 


Wherever there is a seeing job 
to be done (and production is 
mostly seeing) lighting, designed 
to fit the need, will help the work- 
man to do a better job, to do it 
more easily, and to do it safely. 
And every industrial manager is 
vitally interested in these things. 
But on the way to him with the 
light story, the distributor’s sales- 
man should make it a point to do 
a good selling job on the plant 
electrician or maintenance engi- 
neer, or the electrical contractor, 
where the latter services the plant. 
Not only can these factors be defi- 
nitely helpful to him in selling 
good lighting to the big boss and 
the purchasing agent; frequently, 
they can render the salesman val- 
uable advice on reflecting and 
diffusing equipment to be em- 
ployed with the “right” lamps. 

Once the distributor organiza- 
tion has made itself “see the 
light,” it is not difficult to develop 
enthusiasm for making the cus- 
tomer lighting minded. And when 
he once “gets that way,” you'll sell 
him more and bigger lamps. And 
he’ll be satisfied. 








New Plant Every 5 Years 


(Continued from page 27) 








forge furnaces, small pipe ma- 
chines, stocks and dies, welding 
wire, electrode holders, welding 
machines and other items. Then 
as building operations proceed or- 
ders come through for small pipe, 
fittings, valves, refractories and 
countless other items. 

On one job we received an order 
for over nine hundred dollars in 
pipe wrenches. From another job, 
the tools alone amounted to over 


























For Repeat 
Business 


SELL DARTS 























Darts build a steady and profitable 
repeat business for one simple rea- 
son: they make good in repeated serv- 
ice. First, they have bronze inserted 
seats, precision machined and ground 
to insure tight seals without jamming. 
Second, they have sturdy bodies and 
nuts of air refined malleable to resist 
pipe strains and rough usage. In other 
words, Darts can be used again and 
again with permanent tightness every 
time ...so offer your customers 
more for the money... and make 
more on your own investment of sales 
effort with Dart Unions. Write for 
jobber policy. 


i 
E. M. DART MFG. CO., Providence, R.I 











the sum of five thousand dollars. 

Most of the local job purchases 
are emergency. The field organi- 
zations are not elaborate and the 
“material man” on the job is usu- 
ally a stranger in the territory. If 
| you can convince him that you will 
locate and deliver anything he may 
need, you have a steady source 
of good business. Of course, you 
have to convince him that your 
prices and quality will be competi- 
tive. 

Our policy has been that what- 
ever was needed on the job we 
would locate and deliver. It paid. 
The news of our service spread 
and in one or two cases the incom- 
ing superintendent got in touch 
with us first. It also brought some 
orders and inquiries from the east- 
ern offices of the construction com- 
panies. In one case, we were in- 
strumental in swinging an order 
for over 200 large refinery valves, 
although the order was actually 
placed with our manufacturer in 
the east. 


Sample of Service 

The prize souvenir, however, is 
a telegram received on Saturday 
morning from a field superinten- 
dent, who had just left our terri- 
tory to go on another job nearly 
a thousand miles away. In this 
telegram, he asked us to mail a 
pressure-regulating screw for an 
acetylene gauge, which he had pur- 
chased from us. The screw was 
sent by airmail and he received it 
on Monday morning. We under- 
stand he kept the package on his 
desk for some time and showed it 
to supply men calling on him there, 
as an example of real service. 

With refinery units becoming 
obsolete in about five years’ time 
and with the large oil, companies 
| definitely out of the construction 
| work themselves, it will certainly 
pay supply houses to keep in close 
contact with the rapidly develop- 
ing engineering companies operat- 
ing in their territory. 











Do You Know 


(Answers to questions on page 29) 








1. Elevator belts lift a load ver- 
tically; conveyor belts carry it hori- 
zontally or at small angle. 

2. Direct tension. 

3. Strong, heavy interior fabric, 
and often greater thickness in pro- 
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PLANOGRAPHED 


CATALOGS 


Are Selling tor These Distributors 
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Distributors’ catalogs are 
salesmen. 





They are being consulted 
every day. 

Is your catalog up-to-date? 
Is it being used? 

A planographed catalog 
with HIGH SPEED prices in 
RED is modern and will 
sell more merchandise for 
you. 


For Details Write To: 


WEINBERG & Mcheék 


INCOMPORATED 
HOW San Buren St., CHICAGO TLL, 






















McGraw-Hill’s new Editorial 
Program points the way to 
better understanding between 
your company and its workers, 
customers, and community 





HE VERY FUTURE of your business may depend on 

what “they” think of your firm—on what im- 
pression it is making on its workers, customers, and 
community. In order to help business leaders in the 
complex problems of dealing with their ‘‘publics’’ the 
McGraw-Hill Publications launched in October a con- 
centrated editorial program on Public Relations. 

Each McGraw-Hill publication will present from 
mow on a complete program, based on the general 
McGraw-Hill public relations plan . . . but tailor-made 
to fit its own segment of industry. 

The McGraw-Hill publication edited for your needs 
will continue to report the news from the industrial 
front on products, machinery, markets, and methods 
. -. but in addition it will supply specific material on 
dealing with your workers, your customers, and your 
community—successfully. 





H : 
: TEAR OUT—MAIL TODAY!  : 
: McGRAW-HILL PUBLISHING COMPANY : 
* 330 WEST 42Nnp ST., NEW YORK CITY ° 
: ( ) Please send me a sample copy Of..................:000000+ : 
BD pxnansessenrevinneneeneneomnsenanasinimnacini without obligation to me. } 
III acc scsi absentee te hei heic il aeticedce aa ee Rte asoaticiaaboueievicds : 
: IIIT <ssniasictecnelapsssiavapaiseoseaionsaiielid REESE eeen ee : 
it ONIIIE sacnnssansisnnnsiniiaieonihacdnnnymibnitnlenaiplasasdiiaeticiniietnmaanvesiente ; 
: SUID nine. simveecaindiccenedemicabehiesiucontadainniea BR seninestssnnsriteniaiin : 
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Since the opening of this concerted Public Relations Program in 









~ What do they think 














McGraw-Hill Publications, a most gratifying response has been re- 

corded. Thousands of reprints have been ordered, and commendatory 

letters have been received from hosts of readers. Here are a few 
significant excerpts from typical letters. 


“I am very glad to note 
that you are going to make 
a special effort to bring 
American business before 
the public in a little better 
light.” 

H, T. Dyett, President 

Rome Cable Corp. 

Rome, ° 


“I am certain the articles 

presenting the various prob- 

lems of the aviation indus- 

try will aid materially in 

increasing public interest.’’ 
Paul H. Brattain, V. ?. 
Eastern Air Lines, ‘ac. 
New York, if. 


“We appreciate your treat- 
ment of this subject in 
your October 8th issue and 
are studying it with a 
great deal of interest.” 
F. A. in, ° 
Sales Mgr., Wisconsin 
Electric Power Co. 
Milwaukee, Wisc. 


‘Local group already organ- 
ized to tell story of indus- 
try to citizens of Worcester 
...the chairman of this 
committee told me that he 
expects the McGraw-Hill 
public relations program 


McGRAW-HILL 


will be a great help to him 
in carrying on the local 
work.”’ 
A. C. Higgins, Pres. 
Norton Company 
Worcester, Mass. 


“Am sure anyone getting 
the American Machinist 
and reading this insert will 
be greatly benefited...am 
having it sent to quite a 
number of our executives.” 
B. B. Quillen, Pres. 
Cincinnati Planer Co. 
Cincinnati, Ohio 


“You and your associates 
deserve the congratulations 
and the gratitude of the 
entire industry for having 
prepared what, in my opin- 
ion, is the most complete 
and comprehensive state- 
ment of a sound and con- 
structive public relations 


program for our industry, 
that I have ever seen. You 
have approached the entire 
subject from a very prac- 
tical point of view, elimi- 
nating all the ballyhoo and 
the window dressing with 
which so many public re- 
lations efforts are all too 
frequestty, burdened... .” 
T. M. Forbes, Sec'y 
Cotton Mfg. Assn. 
of Georgia 
“I shall take it upon my- 
self to see that the officials 
of the Company connected 
with my Department read 
this section and shall also 
call the attention of the 
members of our Scale Com- 
mittee to the October Issue 
of Coal Age...” 
L. E. Y¥ » Vv. P. 
Pittsburgh Coal Co. 
Pittsburgh, Pa. 


In order that you, your firm, and your 
industry may also profit from this new 
program, we will send you a free sample 
copy of the McGraw-Hill publication spe- 
cifically edited for your needs. 


PUBLICATIONS 


AMERICAN CONSTRUCTION ELECTRONICS MILL 
. ——— ENGINEERING SurPLiEs 
AVIATION EQUIPMENT and POWER 
Bus ELECTRICAL JOURNAL ENGINEERING 
ANSPORT 
TRANSPORTATION CONTRACTING ENGINEERING RADIO 
BUSINESS ELECTRICAL NEWS-RECORD RETAILING 
MERCHANDISING FACTORY TEXTILE 
CHEMICAL MANAGEMENT WORLD 
and ELECTRICAL ‘and TRANSIT 
METALLURGICAL WEST MAINTENANCE JOURNAL 
ELECTRICAL FOOD WHOLESALER'S 
COAL AGE WORLD INDUSTRIES SALESMAN 








portion to width than conveyor belts. 
4. Greater. Os 
5. Usually, conditions are more 


severe and the likelihood of accident 













pose oy because 
6. Enough to (1) back up and sup- 
port the buckets, (2) hold bucket they 
bolts, (3) resist breaking effect of a 
lumps caught between boot pulley practically 
and belt. | 
7. Five. sell 
8. Four. 
9. No. For heavy material, a 24-in. themselves! 
belt is 7-ply, for light, 6-ply. 
10. 14-ply, on belts 32 in. wide 
and ad ine very heavy mate- OUR profits go 
rial. The minimum is 8. up and selling Built in Two Sizes 
11. Too stiff—causing trouble over coats drop with No. 8—8” diameter 
pulleys. round or 8” x 16” flat 
12. Yes—it limits them. Wells Band Saws in 


No. 5—5” diameter 
round or 5” x 10” flat 






13. Maximum is five plies. 


stock. Their many 
14. Can be as many as 14. 


d b Also the new No. 9 upright 
e a . . s saw, a recent addition to th 
15. On light work—like handling advantages are o —“<« 
grain. 


vious to the buyer, 
16. Requires a cover—usually over . ‘ . ? 
San dake—sles brother stulee. and their service records a real selling aid. They are ruggedly built—cut accu- 
17. 36-0z. hard-woven duck, with rately and cost little to maintain. If you are not already making money with 
extra rubber between plies, very the Wells line, now is the time to act. 
tough rubber cover, cord breaker fab- 
ric network completely encircling the e 
fabric, and imbedded in the cover. 
18. 18-gage. 
19. 14- or 16-gage. 






Write us 
Today! 


20. 8-gage, or ws or 14 inch. 

21. Mine elevators. 

22. Stone and slag plants and some 
mines, on inclined elevators fed from a ae se 
a chute. 


23. In tons per hour—the average 
weight in pounds of material carried 
in each bucket, times the number of 
buckets passing over the head pulley 
in one hour, divided by 2000. 
24. Resists moisture, cushions 
blows and strains, protects against 
edge chafing and improves pulley | 
adhesion. 
25. vz in. thick on each side. For | 


abrasive conditions, %s or 3% in. on | 


each side. | Quality and Service Since 1907 


ABRASIVE-COATED 
| PAPERS AND CLOTHS 


| GRINDING AND LAPPING 
COMPOUNDS 


CLOVER MFG. CO., Norwalk, CONN. 








AA THREE RIVERS, MICH. 














Sam Supply Helps 
The Neon Man 


(Answer to the problem on page 29) 











Note: This is only one of several solutions. | 
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WINTERTAPS»°DIES 


THE WINTER BROTHERS CO., WRENTHAM, MASS. 


BRANCH FACTORY: DETROIT, MICHIGAN 
TAP AND DIE DIVISION NATIONAL TWIST DRILL & TOOL CO., DETROIT, MICH. 


THEY STAY SOLD! 





IT'S THE REPEAT BUSINESS, and not the first order that 


really brings TAP PROFITS. 


The fact that many leading Distributors have profitably 
sold WINTER TAPS for years, conclusively proves that 
these taps give complete satisfaction in service; insuring 
the maximum of repeat orders. 




















THEIR NATIONAL ACCEPTANCE 
MEANS EASIER SALES FOR YOU 





DESMOND 


DRESSERS 
and CUTTERS 


SIMPLEX 


Steel Slide 
VISES 





Most industrial plants know and 
use Desmond Dressers and Cut- 
ters, the only complete line of 
wheel truing tools. 


Write for catalog and prices and 
secure your share of this profit- 
able business. 





The exclusive solid steel slide 
makes these vises stronger and 
more serviceable than iron slide 
vises. 


Write for catalog and prices and 
furnish your customers with these 
better vises at no extra cost. 








THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 
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Wage-Hour Grip Tightens 
(Continued from page 23) 








We plan to increase time for lunch 
during the week and remain open one 
hour less on Saturday. It would be 
swell if all mill supply houses would 
close entirely on Saturday.— 

Richmond, Va. 


We figure to conform to the 42- 
hour work week by limiting our- 
selves to five days of eight hours and 
two hours on Saturdays.— 


San Antonio, Texas. 


Stagger Employee Hours 


Our establishment is open for busi- 
ness from 7:30 A. M. to 6 P. M. 
with the exception of Saturday after- 
noon when only a few clerks are on 
hand to take care of so-called emer- 
gency business. Employees work 8 
hours—some start earlier and quit 
earlier than others. We will prob- 
ably adopt some plan requiring em- 
ployees to put in 42 hours per week in 
5 days and those working Saturday 
will be given time off some other 
day.— San Antonio, Texas. 

We will have to shift the men to 
different hours. Some will start 
earlier and leave earlier.— 


Chicago, Ill. 


Employees who are now working 
44 hours will work 42 and we will 
stagger the hours so that we have 
a working crew on hand for the 
period mentioned above.— 


Portland, Oregon. 


Will open our offices one-half hour 
later then we now have in effect, 
and stagger the workers in the ware- 
house, also the drivers.— 


Columbus, Ohio. 


Will probably stagger the hours 
of our men to meet the new require- 
ments. What we prefer doing is to 
close on Saturday. When the 40- 
hour week eventually goes into effect, 
we are positive that a five-day week 
will be acceptable to most distribut- 
ing houses. Were our competitors 
convinced of this at the present time, 
we would do this at once.— 


Muncie, Ind. 


We find it impossible, under exist- 
ing circumstances, to close down 
Saturday; therefore will have to se- 
cure the two hours reduction by 
means of staggered employment.— 


Springfield, Mass. 


It has been temporarily decided by 
the management to work the regular 
44 hours and pay time and one-half 
for the two hours overtime each 
















W-S Forged Steel 
Welding Fittings 
offer a time saving method of 
application, just slip on and weld. 
Beveling of pipe ends is not re- 
quired; tack welding and the use 
of special fixtures for lining up 
and holding are eliminated. 


With W-S Fittings the socket end 
supports the pipe and provides for 
positive alignment. The position 
of the weld facilitates the weld- 
ing operation and also removes 
the danger of the formation of 
welding icicles. This, together 
with the fact that the bore of 
the fitting matches the bore of 


the pipe, assures unobstructed 
flow. 
The features that make W-S 


Welding Fittings easy and eco- 
nomical to use, backed by the lib- 
eral Watson-Stillman Sales policy, 
have created new sales and profit 
possibilities for distributors. Let 
us send you complete information 
on sizes, ratings and prices— 


The Watson-Stillman Co., 
Roselle, N. J. 














week. Have been working on a plan 
with the other distributors in this 
territory to cut the working week to 
40 hours, or 5 days per week, but 
as yet the others have not agreed to 
this plan.— Los Angeles, Calif. 
We cannot further reduce the 
hours in our work week. Therefore, 
we expect to continue to work our 
men 44 hours per week and pay them 

overtime wages.— 
Chattanooga, Tenn. 


The way that we will meet this 
provision for workers in our mill 
supply department will be to pay 
them according to the law for the 
extra hours worked as it will be im- 
possible for us to shorten the day.— 

Corinth, Mass. 


Stagger Men, Increase Staff 


We expect to continue to stagger 
our men and will probably hire some 
more young men as_ beginners.— 

Atlanta, Ga. 

It looks like we will stagger hours 
for employees affected, employing 
more if we need them.— 

Portland, Ore. 


Already Under Limit 
The new setup, which begins Oc- 
tober 24, will not affect us for the 
time being as we are now working 
under that limit; namely, 41 hours 
a week.— Philadelphia, Pa. 
We are pleased to advise that our 
company has a work week estab- 
lished at 404 hours.— 
New York, N.Y. 
For some time we have been work- 
ing 7 hours per day five days a 
week.— Barre, Vt. 
When the N.R.A. (40 hours) went 
into effect, we adopted it and have 
not made any changes in working 
hours since.— Baltimore, Md. 


We wish to advise that we are 
still on the 40-hour per week. We 
put this into effect at the time of the 
N.R.A. and have never gone back 
to any other change.— 

Cleveland, Ohio. 


Close Saturdays 


As a large proportion of industrial 
and plumbing establishments are al- 
ready closed on Saturdays, we have 
decided that five eight-hour days is 
the best way to operate.— 

Wilmington, Delaware. 


We have been trying to curtail 
our activity on Saturdays, because 
we need all the working time we can 
get during the week days. A great 
many industrial plants are idle on 
Saturday which will probably influ- 
ance our decision.—Philadelphia, Pa. 
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The “Old Reliable” 
of the Air Hose 
Coupling Field! 


= 3 


“DIXON” 


AIR HAMMER 
COUPLING 


For All Makes of Hand 
Hammers and Rock Drills 


For many years, users of pneu- 
matic tools of every description 
have depended on “DIXON” Air 
Hammer Couplings for long, low- 
cost, trouble-free service. Of sim- 
ple construction, yet exceptionally 
strong and durable, these couplings 
withstand the incessant vibration 
of the tool without risk of blow-offs 
or loss of power through leakage. 
You can sell them with absolute 
assurance that they will justify 
every claim made for them from 
the standpoint of dependability, 
safety and economy. 


STYLE WLD-7 (Compact Type) 2” and %” 
STYLE WHD-9 (Heavy Type) %” and y” 


CADMIUM PLATED—RUSTPROOF 


Sold only in strict accordance with 
our established Distributor Policy 


For complete description of this 
and other DIXON products, see 
List 1035-X and new leaflet. 


DIXON 


VALVE & COUPLING CO. 


Main Office and Factory 
PHILADELPHIA, PA. 


Branches in BIRMINGHAM, CHICAGO, 
LOS ANGELES, HOUSTON 








MAIN FEATURE 


MANUFACTURER 
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Torque Indicating Wrench 106 
Ball Bearings 106 
Drill and Die Grinder 107 








Can be set up in a few minutes 

Has simplified one-piece bending ram 
Weight complete is but 534 lb. 
Provides high flexing life 

In sizes from 1% to 6 in 

Has anvil and pipe jaws 

Designed for use with portable tools 
Safety in presence of explosives 

Fast flow and quick shut-off 

Made for production work 

Designed for light service 

Easy to load and unload 

Dirt cannot enter bearing 
Assortment of 35 V-belts 

Has large drain duct 

Welder’s vise has double swivel 
Simplified pole arrangement 
Compressed air furnishes pressure 
Available in a number of popular forms 
Single cutter does gauging and sharpening 
Does grinding, polishing, drilling 
Extremely compact head 

\vailable in sizes to 45 mm. bore 


Motor protected against overload 


Metzgar Co. 

Blackhawk Mfg. Co. 

Ideal Commutator Dresser Co. 
Hewitt Rubber Corp. 
Reading-Pratt & Cady Div. 
Charles Parker Co. 

Van Dorn Electric Tool Co. 
Stewart R. Browne Mfg. Co. 
Imperial Brass Mfg. Co. 
Norton Co. 

Ahlberg Bearing Co. 

Lyon Iron Works 
Stephens-Adamson Mfg. Co. 
L. H. Gilmer Co. 

Ohio Injector Co. 
Desmond-Stephens Co. 
Allis-Chalmers Mfg. Co. 

R. G. Haskins Co. 

General Electric Co. 
Ingersoll-Rand Co. 

Stow Mfg. Co. 

J. H. Williams Co. 
Norma-Hoffman Bearings Corp. 


James Clark Jr. Electric Co. 
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NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Wheel Conveyor 
Will Carry Loads Up to 700 lbs. 


A new wheel conveying 


system 





can be set up in a few minutes and 
hung on the wall when not in use. 
Although light in weight, the wheel 
conveyors will carry loads up to 700 
lbs. Designed for speedy handling 
of boxes, cartons, cases and reason- 


ably uniform material, the wheel 
bearings are dust-proof and have 
hardened ball races. Available in 
both portable and rigid stands.— 


Metzgar Co., Grand Rapids, Mich.— 
Mitt Suppcies, October 10, 1939. 


Pipe Bender 
Handles Seven Sizes of Pipe 


Using a 20-ton hydraulic unit, a 
new pipe bender handles seven sizes 
of rigid conduit and pipe, including 
14, 14, 2, 24, 3, 34 and 4-inch 


diameters. The new lightweight 


190-lb. unit, model S-36 has a simpli- 





fied one-piece bending ram which 
eliminates 13 various extension bars, 
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tension arms, studs, etc., used in the 
original one-to-two inch bender in- 
troduced last year. Another new 
development is the S-30A _ pipe 
bender which uses a 10-ton hyraulic 
unit. Similar in principle to the 
S-36, it handles a popular pipe range 
of 1, 14, 14 and 2-inch diameters.— 
Blackhawk Mfg. Co., Milwaukee, 
Vis —Mitt Suppries, October 10, 
1939. 


Direct Drive Undercutter 
Plugs Into Any Convenient Outlet 





With electric motor and complete 
undercutting mechanism all assem- 


bled in one compact unit, this direct 














UMI 


drive portable unit which has a head 
only 24 in. wide will do most under- 
cutting jobs without removal of any 
of the brush rigging. Slots may be 
cut up to within % in. of the 
commutator riser. Weight complete 
is 53 Ibs——IJdeal Commutator Dres- 
ser Co., Sycamore, Ill—Mi.v Svur- 
PLIES, October 10, 1939. 


Transmission Belt 


All-Neoprene Friction Surface 





There is no natural rubber in 
these belts, the friction and skim 
compounds being of Neoprene syn- 
thetic oil-proof material. Coating of 
this synthetic material between all 
plies provides high flexing life over 
high speed pulleys. The friction and 
skim coat protect the cotton duck 
against wear, ply separation and 
softening from oil at high tempera- 
tures.—Hewitt Rubber Corp., Buf- 
alo, N. Y—Mutv Suppties, October 
10, 1939. 


Iron Cocks 


New Design Lowers Operating 
Effort 





A new line of asbestos groove- 
packed iron cocks has been an- 
nounced which has the usual gland 
to hold the plug in position and an 
additional gland to compress the top 
packing. Pressure on the plug and 
packing can be controlled separately. 
This design is said to result in a 








SPECIFIED 
for UNFAILING PERFORMANCE 





HOLO-KROME 


3g 2 34 


HOLLOW CAP SCREWS 





Socket Screws 


Progressive manufacturers, in all types of 
Industries, specify Holo-Krome because of 
the Guaranteed Unfailing Performance of 
the Screws. When they get them—they're 
right. 


QUALITY — PRECISION — APPEARANCE 





Mr. Distributor: 


Repeat orders— 
Volume with Profit— 


Are you getting your 
share of this 
business? 


Holo-Krome Distributors are! 
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HEADQUARTERS , 


@ Men who lace belts like Alligator because 
it can be put on with a hammer and it 
straight. Its ¢ $i grip tect 

belt ends and there is no ply separation. Tt 
embeds in the belt and is smooth on both 
faces. The two piece rocker hinge pin ~— 
increases the service life, and yet the bel 

fastening can easily be separated at any time. 


EAR in and year out mill supply 

houses have made money out 
of Alligator Steel Belt Lacing and 
Flexco HD Belt Fasteners and Rip 
Plates—made money because Alli- 
gator and Flexco are used every- 
where belts are used—made money 
because a small stock will show a 
remarkably good turnover. 


Why not go after some additional 
business on both Alligator Steel Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 
can add to your profits by checking 
up on the requirements of printing 
plants, laundries, repair shops, plan- 
ing mills, dairies, sand and gravel 
plants, and every type of industrial 
outfit in your section. 











@ Men who have charge of conveyor belt 
maintenance like Flexco HD Belt Fasteners 
and Rip Plates because the fasteners make 
a tight butt joint with long life. The recessed 
plates em in the belt and prevent ply 
separation. Patching and other repairs wit 
- plates save expensive conveyor belt re- 
and extended shutdowns. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago, Illinois 
ALLIGATOR Steel Beit Lacing for transmission belts 





For conveyor belts FLEXCO &-a E> Fasteners and Rip Plates 








AMERICAN SWISS 


ARE SWISS PATTERN FILES 
MADE IN UNITED STATES 


The satisfactory performance 
of our product creates repeat 
orders for the distributor. 









THEY 
STAY SOLD 


It is not the first sale that 
builds business. It is the 
satisfactory performance of 
files over a period of time that 


gets the repeat orders. 
< 


TE 


Rs 
= 
r 





2 
a 
> 
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TRADE MARK 
OF QUALITY 
AND SERVICE eo . 
Distributors of American Swiss 


Files of Precision have these advan- 
tages— 


The line is quality—time tested and 
time proven. They bring repeat orders be- 

cause they stay SOLD by giving satisfactory 
File service. 


Sold only through Distributors. 
AMERICAN SWISS FILE & TOOL CO. 
F2.;7 ABETH, N. J. 


Also Mechanics’ Hand Tools and Knurls 
S0LD ONLY THRU DISTRIBUTORS 
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great reduction in the effort required 
to operate the cock with less wear 
on moving parts. Made in sizes 
from 14 to 6 in. for 125- and 250-Ib. 
steam pressures.—Reading-Pratt & 
Cady Div., American Chain & Cable 
Co., Bridgeport, Conn —MiLt Svupr- 
PLIES, October 10, 1939. 


Utility Vises 
For Home Shop Work 





A new line of vises in five models 
have in addition to regular vise fea- 
tures an anvil and pipe jaws and in 
the de luxe models, the vises are 
equipped with renewable steel jaws 
and removable steel cut-off tool on 
the anvil. The 3-in. model is avail- 
able in both stationary and swivel 
base and the 34-in. model comes in 
the swivel base style alone. These 
are all in standard weights. The 
two deluxe overweight numbers are 
34 and 4 in. in size. The new line 
is finished in blue with gold trim. 
All vises are packaged in individual 
eartons.—Charles Parker Co., Meri- 
den, Conn.—MILu Svupp.ies, October 
10, 1939. 


Drill Stands 


Increases Usefulness of Drills 





By redesigning two of its drill 
stands so as to adopt these valuable 
accessories to a wider range of drill 
sizes, these two stands together with 

















a larger one cover the entire range 
of drill sizes, in addition to screw 
drivers and tapers, and are available 
as bench, post and pedestal drill 
stands.—Van Dorn Electric Tool 
Co., Towson, Md.—Mi.t Supp tes, 
October 10, 1939. 


Moisture-Proof Flashlight 


Case of Durable Plastic 





Vapor and water-proof, this flash- 
light can be safely used in the pres- 
ence of explosive liquids or gases. 
Case is made of fabric and a new 


synthetic resin, processed under 
heat and pressure into a tough 
insulating material, which resists 


high voltage, withstands oils, acids, 
and most chemicals. Lens may be 
focused to give any desired width of 
beam.—Stewart R. Browne Mfg. 
Co., 258 Broadway, New York City. 
—MILt Supp.ies, October 10, 1939. 


Oil Faucet 


For Dispensing Viscous Liquids 
from Barrels 





Faster flow and quicker shut-off 
without dripping are two of the im- 
portant advantages claimed for the 
new “Molygate” oil faucet recently 
announced. The faucet has been 
designed especially for use in dis- 
pensing lubricating oil, paints, varn- 
ishes and other viscous flvids from 
barrels and drums. Dispenser is 
operated by simply pushing down 
on the handle and is self-closing. 
Made in two sizes, 3-in. I.P.T. and 
l-in. I.P.T.—IJmperial Brass Mfg. 
Co., Chicago.—Miu Supp.ies, Oct- 
ober 10, 1939.. 


Grinding and Lapping 
Machines 


Designed for Fast, Accurate Work 


Among several new machines re- 
cently introduced by this firm is a 
crankshaft bearing grinder. It 


mounts 42-in. wheels and is capable 


CMetal 
Cutting 


BAAD 
SAWS 








Continuous use has proved to operators 
that Lenox Band Saws last longer—do their 
job better—cut production costs. Natur- 
ally, they are easier to sell—naturally, they 





See anaes 





| 
| 





increase band saw profits. 























rite for catalog No 
yes Fine includes the 
No. 9409 Pilot Valve, 
the complete line of 
Ejection Sets and other 
Schrader Industriel 
Products 


A. SCHRADER'S 





















Division of Seovill Meoofect 






SAVE YOU MONEY! 
tting air flow continuously 
ro _ fan eret blast would do 
the job is needless and costly 
waste. Schrader Pilot Valves en- 
able you to time the air used on 
presses and other machinery at 
any interval from a puff to a 
steady stream. They govern the 
air flow even after machine ac- 
tion has ceased. 
Check your air system. You 
may find many places where 
Schrader Pilot Valves will substantially 
reduce your air overhead costs and 
increase production efficiency. Order 
through your own mill supply house. 


Schrader 


PILOT VALVE 


SON Dept. M. F BROOKLYN, N. Y. 


wring Compeny. Incorporeted 












selling like “Hot Cakes” 
Sr ye 


IMEASURED AIR BLASTS 





We're selling a lot of our 
No. 9409 Pilot Valves. Keep 
that in mind) When your 
customers need a valve to 
regulate the air flow on 


presses and other machines, 
sell them the Schrader 
No. 9409. It's the best valve 
of its type on the market— 
priced right and with a good 
profit to you. 


The advertisement reproduced 
here will appear in Mill & Factory 
(Oct.) and Industrial Equipment 
News and Factory Management and 
Maintenance, (| Nov.). 


A. SCHRADER’S SON Division of Scovill Manufacturing Company, Incorporated BROOKLYN, N. Y. 
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ADD 


THIS NEW 


COFFING 
“Quik-Lift” 


TO YOUR LINE AND 


BOOST SALES 









“QUIK-LIFT” 
ELECTRIC 
HOISTS 





Distributors 


who 
Coffing Hoists have learned through 
many years of good substantial earn- 


are now selling 


ings the truth of the statement — 
“there's always a profitable market for 
Coffing Hoists." 


The new "“Quik-Lift" Electric Hoist 
offers outstanding dependable features 
that make an instant appeal to men 
who want a hoist that will stand up 
under constant hard usage and give a 
minimum of repair and maintenance 
expense. We cooperate with our dis- 
tributors and help them in all ways. 
Investigate the opportunities offered 
by this and other Coffing Hoists for 
boosting your hoist sales. Write today! 


COFFING HOIST CO. 
DANVILLE, ILLINOIS 
COFFING ‘tesicn HOISTS 


Ratchet Lever © Spur Gear ® Electric 
Load Binders ® Trolleys ® Differentials 
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of removing large amounts of stock 
quickly and accurately. Another 
new machine, the automatic cam- 
shaft lapper will lap all the cams and 
bearings on any automotive cam- 
shaft simultaneously and automatic- 
ally. One of the outstanding prin- 
ciples of the new automatic cam 
grinder is the manner of feeding. 
Machines of this type have hitherto 
fed the grinding wheel into the work. 
With this machine work is fed into 
the wheel. Known as the “Hydro- 
lap,” this lapping machine uses two 
bonded abrasive laps, is extremely 
fast-cutting and can be adapted for 
either flat or cylindrical work.— 
Norton Co., Worcester, Mass.— 
Mitt Supptiss, October 10, 1939. 


Pillow Block 


insulated with a molded 
cushion of neoprene 


Sound 





(Through an oversight the wrong 
model pillow block was shown in 
these columns in the Aug. 10 issue. 
The correct illustration with the arti- 
cle reprinted is now offered with the 
editor's apologies.) 

Low in cost, but substantially con- 
structed, a new pillow block, series 
ED-R, were designed to meet the 
needs of light service on many types 
of equipment, such as domestic air- 
conditioning units, attic fans, etc., 
where quiet operation is desirable. 
The precision bearing in the pillow 
block is completely insulated from 
the metal housing by a molded cush- 
ion of neoprene which is impervious 
to oil and grease. This construction 
effectively damps noise and vibra- 
tion Housings are solid die-castings, 
compact and clean-lined. Shaft sizes 
are 4, 3, 3, #8 and 1-in—Ahlberg 


Bearing Co., Chicago.—Muit. Svup- 


| PLIES, October 10, 1939. 


Utility Truck 


Tilting Feature Simplifies Loading 
Operation 


Due to its low height and tilting 
features, a new utility truck is easy 
to load and unload. The nose of the 


truck can be pushed under a load and | 


rolls on the platform facilitate load- 
ing. To unload, merely tilt truck 
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THESE PRODUCTS ARE 
known by the 


customers | 





th ey keep | 


Because Victor Belting is 
stronger, more durable, and 
thoroughly dependable, your 
customers will ask for and buy 
Victor Products ...and stay 
sold on their performance and 
low over-all cost. 


So when you need balata 
or textile belting for trans- 
mission, conveying, or ele- 
vating, order from Victor's 
“most complete line of textile 
belting in the country.” , 


VICTOR 


53 Park Place 
345 West Hubbard Street Chicago 
FACTORY: Easton, Pennsylvania 








BALATA & TEXTILE 
BELTING COMPANY 


New York 

















Sell These 
Husky 
Customer- 
Pleasing 


TRIPLEX 


Machine 
Bolts 


Satisfy your customers’ demand for speedy 
and lower-cost assembly with Triplex true- 
formed machine bolts. Get profitable 
repeat business. Users quickly discover 
Triplex perfect heads for quick assembly 
—accurately formed threads for spinning 
nuts tight. Quality steels, electric heat 
treated, quenched in rust-preventing oil. 
It’s profit-wise to stock and sell Triplex. 
Write today for full information. 


THE TRIPLEX SCREW COMPANY 


5307 Grant Avenue Cleveland, Ohio 


IPLEX 


Le SET SCREWS, BOLTS AND NUTS 


Millions Sold—Used in Every Industry 























USERS SAY 


RUST-OLEUM 


© saves time 
@ cuts paint bills 
@ PREVENTS rust 


DISTRIBUTORS CAN 
SEE THE SALES 
POSSIBILITIES IN THESE 
ADVANTAGES 


Rust Decorative 
Preventive in One 
and Coat 





For 25 years RUST-OLEUM has been 
demonstrating its ability to cut costs 
in industry through rust PREVENTION. 
All during those years our distributors 
have been enjoying good, substantial 
earnings, because as one says ". . . 
repeat orders come in unsolicited.” 
RUST-OLEUM costs no more per gallon 
than any high grade paint and covers 
twice the area and lasts two to three 
times longer. It effects savings as 
high as 40 and 50%. it can be brushed, 
sprayed or dipped and there is a choice 
of colors and aluminum. It is truly the 
miracle paint of a thousand uses. In- 
vestigate this line—there are a few 
choice territories still open. 


Rust-Oleum Corporation 


1928-32 W. Grand Avenue 
CHICAGO, ILL. 
BRANCH: 1935 Commerce St., Dallas 


Here's A List Of 
Distributors We're Proud Of 










Belting Co., San Francisco 
Inc., St. Louis, Atlanta 
Co. Ltd., New Orleans 
Hdwe. Co., le 

iron Co., Memphis 
Plane Supply Co., Los 
$ Francisco, Fresno 
Supply Co. Ltd., Montreal 

& Boyd Co., Milwaukee 





es 90 
Mill Supply Co., Louisville 
Rubber & Asbestos Co., Port- 


Buford Bros., Inc., Nashville, Tenn. 
Noland Co., Chatt ga; Washingt 
. C.; Roanoke; Newport News 
Standard Glass Paint Co., Des 
Moines; Cedar Rapids; Waterloo; Ft. 


Dodge 
Taylor Parker Co., Norfolk, Va. 
C. D. Franke & Co., Charleston, S. Car. 
Sunny South Paint Co., Miam 
Poe Hdwe. & Supply Co., Greenville, 


S. Car. 
Mine & Mill Supply Co., Lakeland, Fla. 
Joiner Paint Co., Jacksonville, Fla. 
Peat Belting & Mill Supply Co., Seattle 
Elvoren Paint Supply Co., St. Paul 
Pittsburgh Gage & Supply Co., Pitts- 


u 

Industrial Supply Co., Richmond, Va. 

Western Chemical Co., Phoenix, Arizona 
London, England 
asgow, Scotland 

Wellington, New 





-, Ltd., GI 
J._F. Hargrave, Ltd., 
Zealand and others 














and the load rolls off the truck. 
Standard size is furnished with a 
platform 22. in. by 324 in., platform 
5 in. high and a handle just 30 in. 
above floor. It is regularly furnished 
with two 4 in. stationary and one 3 
in. swivel casters. Weight of truck 
is 100 Ibs—Lyon Iron Works, 
Greene, N. Y.—Mrttt_ Svupp ies, 
October 10, 1939. 


Flange Unit 


Seals Built as Integral Part of 
Bearing 





’ 


This “Sealmaster” flange unit is 
claimed to be the only self-aligning 
bearing unit with seals built as 
integral part of bearing proper, 
independent of the housing. Mis- 
alignment cannot interfere with 
effectiveness of seal, according to 
manufacturer, for even though bear- 
ing is removed from housing, dirt 
cannot enter  bearing.—Stephens- 
Adamson Mfg. Co., Aurora, Iil.— 
Mitt Suppties, October 10, 1939. 


V-Beilt Merchandiser 


For Small Drives 





A new assortment of 35 V-belts, 
chosen especially for use on home 
woodworking machines, pumps, com- 
pressors and numerous other small 











drives comes packed in a carton ready 
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EXPANSION BOLTS 
Too « e 


HOLD FAST 


Vibration can’t loosen ARRO Expansion 
Bolts . . . because their uniform thrust 
design and precision threading abso- 
lutely guarantee a tight fit and posi- 
tive “anchorage.” 





ARRO Expansion Bolts are manufac- 
tured of the finest materials, and their 
cadmium plating . . . which protects 
them against rust and corrosion . . . 
gives them an unusually long life. 


Sold only through jobbers, ARRO Ex- 
pansion Bolts and Allied Products offer 
you an outstanding opportunity to real- 
ize a worth-while profit from an ever- 
growing market by stocking the ARRO 
line. Write today for your ARRO cata- 
log and jobbers’ discount list. 


ARRO EXPANSION BOLT CO. 


MARION, OHIO 





Sold only 
through jobbers 


10! 














SELL THE BEST at NO EXTRA COST 


VINCENT-HUNTINGTON 


IMPROVED GRINDING WHEEL DRESSERS AND CUTTERS 





New Type 
Hardened 
Stee! Bushings 


A new design to 
eliminate turning and 
wearing out the 
bushing holes in the 
dresser. Pin revolves 
freely in bushing and 
cutters revolve in pin 
insuring constant 
change which makes 
for better dressing 
and truing. 


Non-Burring 
Cutters 


All full size with 18 
TEETH. Milled from 
high carbon tool steel 
scientifically heat 
treated by the *Vin- 
cent Process” insur- 
ing uniform hardness 
and increasing life. 
Cannot burr or mesh 
even if washers are 
left out. 





One of your best sales helps is the reputation 
which Vincent-Huntington has established for 
high quality. Many large industrials have 
made these Improved Grinding Wheel Dress- 
ers standard equipment because they cut 
maintenance and repair costs yet cost no 
more. When replacements are needed, your 
customers will naturally want Vincent-Hunt- 
ington Dressers and Cutters again and you 
will get, not only the original business, but 
replacements as well. There are no come- 
backs or complaints—you’re selling “quality 
plus” when you sell Vincent-Huntington. 
Our catalog sheets are punched ready to 
put into your binders—write for them today. 


“If it’s a Huntington Dresser or Cutter 
Vincent makes ii" 


THE VINCENT STEEL PROCESS CO. ‘ot.cit Michigan 


when 
you 


sell 














VALLEY GRINDERS 


% Low upkeep cost 














% Economical, efficient performance 
% Complete satisfaction in service 


More than 20 years of painstaking research and manufacture have produced Valley 
Grinders, which are now accepted for their quality, accuracy, and performance through- 
out the world. Most iasye industrials know from experience what to expect from Valley 
Grinders and tisfied % are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing Mot and protected 
by the Valley Guarantee. Specifications include heavy shafts, oversize ball bearings, 
Sizes from % h. p. Bench to 5 h. p. Pedestal 











wide wheels, and adjustable tool rests. 
models. 


Let us give you prices and detcils on special profit-making franchise 
for Valley Distributors. 





Valley Electric Corp. 


4221 FOREST PARK BLVD. © ST. LOUIS, MO. 
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to set up with a circular stand of 
sturdy wire, finished in dark blue. 
With this merchandiser is also in- 
cluded a “Handimeter”, a slide rule 
type of measurer that gives the 
width and length of any V-belt up 
to 75 in. long and between } and } 
in. wide.—L. H. Gilmer Co., Tacony, 
Philadelphia. — Mitt  SwupPties, 
October 10, 1939. 


Gate Valve 
U-Bolt Instantly Replaceable 





Named the “Duo-Bolt” gate valve, 
the conventional U-bolt on it is in- 
stantly replaceable with standard 
stock bolts and features a large drain 
duct to allow fluids to flow rapidly 
back into the body when piping 
operations are discontinued. It 
also has a self-seating type horse- 


shoe shaped _ slip-on wedge of 
standard taper. Wedge comes in 
malleable iron or iron valves with 
minimum tensile of 40,000 P.S.L., 
and in high grade steam bronze, 
A.S.T.M. B-6l1 on _ the’ bronze 


mounted valve.—Ohio Injector Co., 


Wadsworth, Ohio —Mu1tt SupPties, 
October 10, 1939. 
Vises 


Designed to Save Workers’ Time 





Designed to save time on produc- 
tion filing, fitting or assembly work, 
opening or closing the vise is quickly 
accomplished by simply raising or 




















lowering the vise handle. A cam in 
the slide gives a 4-in. throw to en- 
able the work to be inserted and 
removed. 


A new welder’s vise with a double 
swivel arrangement enables the work 
to be held in the best position for 
fast and accurate welding. Vise can 
be changed into a regular swivel 
base machinists’ vise. — Desmond- 
Stephan Mfg. Co., Urbana, Ohio.— 
Mit Supp.ies, October 10, 1939. 


Circuit Breaker 


Wide Application to Central 
Station and Industrial Service 




















Furnished for 600 amp. at 15 kv., 
1200 amp. at 7.5 kv., and 2000 amp. 

























at 5 kv., a new switchboard type oil 
circuit breaker is capable of wide 
application and is of interest because 
the three poles are arranged one be- 
hind the other as viewed from the 


we front or operating end of the breaker. 


Allis-Chalmers Mfg. Co., Milwaukee, 
Wis—Mitt Suppiies, October 10, 
1939, 


Tapping Machine 


Automatic Valve Controls Pressure 
and Speed 


This new machine, knowg, as the 
No. 2-C has a capacity of ffom No. 


8 to ts in., in steel and @ in., in 
brass. Compressed air controlled by 
an automatic air valve furnishes the 
pressure required for both the tap- 
ping and reversing strokes of the 
tap head. Automatic valve also con- 
trols the speed with which the tap 
is fed into and reversed out of the 
part. This machine lends itself to 
feeding parts into a simple holding 
fixture or a magazine fixture. It is 
also adapted to hopper feed, dial feed 
or other specially designed fixtures. 
—R. G. Haskins Co. Chicago.— 
Mitt Suppties, October 10, 1939. 


Magnetic Switches 
Small in Size and Rating 


Demand for a full-voltage mag- 
netic starter smaller in size and rat- 
ing than those offered in the past 
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TALK [UFHIN 


IT PAYS 


. + . 


UF KIN 


ALUMINUM RULES 


More durable than wood, 
lighter than steel, they meet 
all the requirements of the 
man who wants a light- 
weight, all-metal folding rule. 
Black markings are most 
prominent, and are sunk into 
the metal for permanence. 
Show them. You'll sell them. 


Wd llsh 


SAGINAW, MICHIGAN New York City 


TAPES - RULES . PRECISION TOOLS 














FAN interest into 
BUYING ACTION 


You can fan interest into orders with 


Performance Photos that show your 
product in actual operation. They will 
add power to all your advertising and 
selling efforts, and will help boost your 
sales skyward. Costing little . . . they 
greatly reduce selling cost. Send for il- 
lustrated booklet. 


Photographic & Illustration Department 


McGraw-Hill Publishing Co., Inc. 
330 West 42nd Street 
New York City 
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Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 


Mines, textile plants, 
railroads—d ozens of 
new fields for heat- 
treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 





DISTRIBUTORS! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 

















A CHAIN Fs 
NO STRONGER 
ZRAN. IT Sa 


FITTINGS 


For that tough job 
—LAUGHLIN drop 
forged chain fittings 
are the answer. 
LAUGHLIN Shackles, 
Turnbuckles, Missing 
Links, Hooks and 
Swivels have a repu- 
tation for quality 
that is built on per- 
formance. ALL 
LAUGHLIN Fittings 
are drop forged in a 
modern plant with 
the latest precision 
equipment. Send for 
catalog. 





THE THOMAS LAUGHLIN COMPANY 


PORTLAND 














has resulted in the development of | 
a new size 0 magnetic switch. This 
new device, in a number of popular 
forms, is available for use with 
single-phase motors up to | hp., 110 
volts and 14 hp., 220 volts, or poly- 
phase motors up to 14 hp., 110 volts 
and 2 hp., 220-600 volts. Made in | 
2, 3 and 4-pole forms, the switch is | 
available in general-purpose, dust- | 
tight and water-tight cases——Gen- | 
eral Electric Co., Schenectady, N.Y. 
—Mii Suppuies, October 10, 1939, 


Hot Mill 
For Reconditioning Rock Drill Bits 








Wee aes 


have the patented blue aligning card 
that locks hooks in position—prevents 
hook loss from handling—prevents waste 
of short card ends. 


Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacin 
(for heavy drives and conveyor belts} 
as well as couplings and hooks for round 
belting, and lacing machines (vise and 
bench types). 

Here is a line that misses no sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
satisfaction and repeat business. It's the 
logical line to carry. 
ARMSTRONG-BRAY & CO. 
"The Belt Lacing People” 


310 Loomis Ave. 
Chicago, U. S. A. 


Write for new 
catalog sheets 














A production machine known as 
the “Jackmill”’, has been developed 
for reconditioning detachable rock 


drill bits. This hot milling machine 
is built in two sizes: the JMA, 
which redresses 110 to 180 jack bits 
per hour; and the JMB, which re- 
dresses 75 to 90 jack bits per hour. 
Each of these “Jackmills’ has a 
single cutter which does both gaug- 
ing and sharpening.—Ingersoll-Rand 
Co., Phillipsburg, N. J—Mu1.u Svup- 
PLIES, October 10, 1939. 


Flexible Shaft Machine 


Offers a Wide Variety of 
Applications 


Applications of this new multi- 
speed flexible shaft machine’ include 
grinding, drilling, polishing, wire 
scratch-brush work and many other 
similar operations. It consists of a 
motor with extension cord and plug 
for any light socket, mounted on a 
four-caster base which gives it an 
unusually low center of gravity. It 
offers a choice of either 4 hp. or } | 
hp. motor and a speed range of from | 
875 to 3500 r.p.m. Shaft sizes are | 
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GLOBE 
B Bua ‘4 


WHITE COTTON BELTING 
KANRY-TEX BELTING 
ENDLESS WOVEN BELTS 


Other Belting and 
Webbing Spevialties 
« e s 

It's | I 
that brings real prof 


its. You get it with 
the GLOBE LINE 


GLOBE WOVEN 
BELTING CO., INC. 


1400 Clinton St., Buffalo, N.Y. 
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(CROSS SECTION AT FROG) ENTIRE 
SHOVEL 60° THICKER AT CENTER 


RAZOR -BACK 











SHOVELS 


Guarantee More 
Service Per Dollar 
than Any Other 
Shovel on the 
Market — 


Write for Details —1— 
Light as 
an Ordinary 


Hollow-2 =ck 


THE UNION FORK & HOE CO. 


Columbus, Ohio 


f ality Tools for Over 40 Years 











(Strand 


Saye meas ene Aa 





FLEXIBLE SHAFTS 
and MACHINES of 
HIGH QUALITY 
% to 3 H.P. 


The purchasers can 
expect and they will 
get the highest qual- 
ity flexible shafts and 
machines when they 
specify “STRAND” 





GROUND FROM 
SOLID ROTARY 
CUTTERS 


ROTARY FILES 
HAND CUT 
HIGH SPEED STEEL 





Send for Catalog 


N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 
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%-in. by 5 ft. for the 4 hp. unit 
and 4-in. by 6 ft. for the 4 hp. unit 
with a maximum wheel capacity of 
6 in. by 1 in. and a drill capacity 
up to § in—Stow Mfg. Co., Bing- 
hamton, N. Y.—Muttt Svupp ies, 
October 10, 1939. 


Torque Indicating Wrench 


Calibrated Scale Shows Applied 
Pressure 





For use with any detachable 
socket having 4-in. square drive, the 
new S-57 torque “Measurrench” is 
the reversible ratchet type and indi- 
cates applied right hand torque. The 
wrench may be used in two ways: 
1. By sight reading—the calibrated 
scale shows applied pressures of 
20 to 200-ft. Ibs., and 2. By sound 
reading—when desired, a _ sharp 
sound signal is given for any pre- 
determined torque from 35 to 200 
ft-lbs. Wrench is 194 in. long, 
the head extremely compact and free 
from protrusions.—J. H. Walliams 
& Co., New York City—MItu Svup- 
PLIES, October 10, 1939, 


Ball Bearings 
For Small High-Speed Units 


Designed to meet the demands of 
manufacturers of portable tools and 
other small high-speed units in 


| which minimum weight and center 


distances are at a premium. The 
two new series have been desig- 
nated as “6000” and “6100”. In the 
“6000” series felt sealed bearing, the 
sealing devices are wholly within 
the confines of the bearing and 
therefore not exposed to injury. 
Available in sizes up to 25 mm. bore. 
The “6100” series is supplied with- 
out side plate or shield. Available 
up to 45 mm. bore. Three other 
types are available in these series.— 
Norma-Hoffman Bearings Corp., 
Stamford, Conn.—Muitt Svuppties, 
October 10, 1939. 


MILL SUPPLIES © OCTOBER 10, 1939 








No extra weight to carry 
with this, low-priced, safe 
CHIPPING GOGGLE 





On those jobs—grinding, caulking, riveting, 
chipping—where a heavier type goggle 
would be burdensome, the CESCO NO. 535 
keeps eyes safe from severe hazards. 


These are the features: Comfortable and 
cool—due to air vents beneath lenses. In- 
dividually moulded right and left eye cups 
eliminate excessive pressure at any one 
spot. Light, strong, sturdy for real man-han- 
dling. It is inexpensive too. 


we 


Read about this 
goggle in the new 
Cesco Catalog. 
Write for your copy, 
Prices and dis- 
counts to industrial 
distributors. 


CHICAGO EYE SHIELD CO. 


2329 Warren Boulevard Chicago, Ill. 














MECHANIC'S 
STANDARD 
NO. 32A TORCH 
One Quart Capacity for Gasoline 
BUILT FOR HARD USE 


Gives definitely superior service on the job 
where performance counts. 





ADJUSTABLE FLAME CONTROL 


Produces a smooth intense flame of large 
volume which can be reduced to a small 
pointed flame. 


Bronze Burner — Blunt Control Needle 
Removable Jet and Cleaner Tip 
Steel Lined Veins to Retard Carbon 


BRASS TANK - - HIGHLY POLISHED 
Bottom filler. 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICHIGAN 

















OHLEN - BISHOP 


Standard Size Chromsaws 


G 





Users everywhere tell us of ex- 
cellent performance records for 
these saws. 


Every time you sell them, you get 
the far greater margin of 35%. 


We protect you against stock loss. 
YOU CAN'T AFFORD TO MISS 


SUCH AN _ EXCEPTIONAL  OP- 
PORTUNITY FOR PROFIT 


Let us mail selling literature under 
your own letterhead to the entire 
list of your customers — FREE, 
absolutely no obligation. 


THE OHLEN-BISHOP CO. 
Columbus, Ohio 


Manufacturers of Fine Saws Since 1852 











THE 


The Power King shown is only one of 
the complete Badger Line of Car Movers. 
There’s also the “‘Neverslip’”—the “Slip- 
proof” and the “Advance Safety Car 
Wrench.” Each type has its distinctive 
features that make it the right mover 
for the job—heavy, average or light. 
Thousands of satisfied users, and deal- 
ers who are backed by our guarantee 
= you an idea of how profitable it is 
or you to sell BADGER rt Movers. 














The Advance Car Mover Co., Inc. 
Appleton Wisconsin 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 








SPURS furnished for 
) all types and makes 
of Car Movers. Made 
of fine tool steel cor- 
rectly hect treated. 














Drill and Die Grinder 


For Production or Maintenance 
Work 


Of special interest in the new 4- 
inch drill is the double reduction 
which keeps the offset distance from 
the top of motor housing to center 
of drill bit at a minimum. Spindle 
ball bearings take combined radial 
and thrust loads. The new high- 
speed die grinder has a motor that 
is protected against overload by 
replaceable fuses and is designed for 
tool and die shops, tool rooms and 
metal-working shops.—James Clark, 
Jr., Electric Co., Louisville, Ky.— 
Mitt Supp.ies, October 10, 1939. 


Preparedness Wins 


Industry, constantly on the march, 
demands alertness if you are to 
keep pace with the many modern 
developments. Each issue of MILL 
Supplies brings complete details 
on the newest new products of the 
many manufacturers distributing 
through mill supply houses. You'll 
find its the easy way of keeping 
step with your. field. Perhaps you 
missed the following new products 
recently announced which are de- 
scribed and pictured on pages 8 and 
9 in the September 25 newspaper 
issue of Mitt Suppiies. Before its 
too late why not look them over. 
A few minutes now may pay you 
healthy dividends later on. 

Utility Vise....... Morgan Vise Co. 
Speed Indicator 
U. S. Electrical Motors 
Welding Fitting 
Taylor Forge & Pipe Works 
Truck...Elwell-Parker Electric Co. 
Grinder.R. G. Smith Tool & Mfg. Co. 
Load Binder. Wannemacher Mfg. Co. 
Flange-Jack..Flange-Jack Products 
Safety Shield....Sellstrom Mfg. Co. 
Lever-Dolly..... Micro-Westco, Inc. 
Winding Yoke 
Ideal Commutator Dresser Co. 
Coated Fans 
Autovent Fan & Blower Co. 
Tinners’ Snips....Erie Tool Works 
Portable Spray Unit. Binks Mfg. Co. 
Dry Vacuum Pumps 
Chicago Pneumatic Tool Co. 
Dial Attachments 
Brown & Sharpe Mfg. Co. 
Vacuum Cleaner 
Allen Billmyre Corp. 
A. C. Welders... Marquette Mfg. Co. 
Socket Set 
Bonney Forge & Tools Works 
Valve Compound 
McKenna Metals Co. 
Work Container 
Mechanical Handling Systems 
Measuring Standards 
George Scherr Co. 
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Keep your stocks up Now— 
for your customers protection 





Tecktonius “Single Bolt’ Fiat Band Fastener 


Tecktonius Fasteners are used where- 
ever round containers of wood or 
brick are in service. Industries using 
these fasteners for fifty years are 
tank, brewery, distillery, winery, pulp, 


food, silo, brick, tile, pottery, sewer 
pipe, terra cotta, tannery, glass, 
municipalities, etc. 


Tecktonius “Double Bolt’ Flat Band Fastener 
REMEMBER — 
are trade marked 
for your and your customers’ pro- 
tection! 


Let us serve you. 
Tecktonius Fast 





E. C. Tecktonius Mfg. Co. 


Racine, Wisconsin 





STOCK THE » 
OTTEMILLER LINE 


foi ke| 
PULL 


Ee 


Lots of orders are be- 
ing placedall around 
you for capi, screws, 
set screws, coupling 
bolts and studs. It's 
a steady, shipment-fiom-stock busi- 
ness which you can develop into 
BIG VOLUME through repeat orders. 


Why not pull this business your way 
by handling the OTTEMILLER LINE 
of screw machine products? You'll 
have an inside track because the line 
is complete for all purposes, depend- 
able in quality and right in price. 
Get details of our 100% DISTRIBU- 
TOR SERVICE. 


The Wm. H. 
OTTEMILLER CO. 


YORK, PA. 
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‘ SOLDERS 


For Every Purpose 


A 
100 per cent 
Service 
for Jobbers 





® The Gardiner Line includes: 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
diameter. 


Bar, Triangular, 
Solders. 


Copper and Brass Fitting Solders. 


Meter and Drop 


Stainless Steel Solders. 
Babbitts (All Grades). 
Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 


BR at Auct 


G P are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. 





Because they set the highest 


standards of quality they build good 
We invite 


will and repeat business. 
your inquiries at all times. 


72) 





















XN - 4 
<. PT ee 
a L iM ETAL CO. 97 





4833 So. Campbell Ave., Chicago, Ill. 








© Complete 
stocks 


© Fast Service 
® Good Margin 





The H. M., HARPER co. 


2622 Fletcher St. Chicago, Ii. 
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AIR ELIMINATORS — Bulletin 


108 gives information on high pres- 


sure eliminators for the automatic 
venting of dryers, steam coils, steam 
mains, unit heaters, laundry equip- 
ment, processing equipment under 
varying steam pressures.—Gorton 
Heating Corp., Cranford, N. J. 


FURNACE REFRACTORIES — 
Applications of “Carbex”, a refrac- 
tory, are given in this new eatalog 
together with different types and 
dimensions. Steel mixture refrac- 
tories are described in full with ap- 
plications of the various types be- 
ing given—McLeod & Henry Co., 
Troy, N. Y. 


SHOP EQUIPMENT— A new eata- 
log, No. 331, covering Lyon steel 
shop equipment has been brought 
out. This handily arranged booklet 
contains 16 pages. It covers Lyon 
steel bench legs, work benches, shop 
tables, tool stands, toters, and eabi- 
nets, and other items in the complete 
Lyon line, with descriptions, illus- 
trations and dimensions. This eata- 
log furnished in loose-leaf 
form, punched for insertion in sales- 
men’s catalogs of mill supply dis- 
tributors. A price list for eatalog 
331 (which also ineludes sizes and 
shipping weights) is also provided, 
punched for insertion in the catalogs 
of distributors’ salesmen. — Lyon 
Metal Products, Inc., Aurora, Il. 


is also 


BALL BEARING LINESHAFT 
BOXES—A new file-size eight-page 
folder recently issued shows and de- 
scribes this firm’s entire line of 
ball bearing lineshaft boxes. The 
folder explains the benefits to be 
derived from the replacement of 
plain bearing boxes with ball bear- 
ing ones. Complete details and speci- 
' fieations are given on all types of 
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RUBYFLUID 


SOLDERING FLUXES 


SELL SO GOOD 


BECAUSE 


THEY ARE GOOD 


Jobbers who feature the 
Rubyfluid line of solder- 
ing fluxes—liquid and 
paste—sell the line that 
means satisfied custo- 
mers and repeat busi- 
ness for them. Attrac- 
tively displayed in eye- 
catching containers and 
priced right, it’s a fast 
moving item. 

Stainless steel flux 
available in pts., qts., 
and gals., paste in 2, 4, 
8 oz. and 1 Ib. cans, flux 
in 3 oz. cans to 55 gal. 
drums. 


You'll also want to fea- 
| 
| 





CRNA 


SOLDERING PASTE 


| ~——— 





| ture the famous “Ruby- 
| fluid’ acid or rosin core 
solder. 


Write TODAY 
for information 


RUBY 


Chemical Co. 
76 McDOWELL ST. Columbus, O. 


COLLIS 


SLEEVES... 
. SOCKETS 
Standard Type 
and 
Use-Em-Up Type 



































LATHE CENTERS 





Carbon Steel Hardened 


also 
High Speed Steel Inserted Point 





MAGIC TYPE CHUCKS 
AND COLLETS 
DRILL CHUCK ARBORS 


We are prepared to handle all 
regular and special requirements 
of your customers. Prompt service. 


THE COLLIS COMPANY 
CLINTON, IOWA 


| 
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SHERMAN 


Solid Brass 
AIR 
NOZZLES 


ANGLE 
PATTERN 
for 
General 
Use 





LONG LIFE.. AIR ECONOMY. . 
CONVENIENCE 


for foundries, woodworking and 
machine shops, garages, power 
plants, textile and paper mills, rail- 
way and printing shops, dry clean- 
ing plants. Four styles cover any 
industrial need. We would like to 
send you our complete catalog — 
write for it today. 


H. B. SHERMAN MANUFACTURING CO. 


BATTLE CREEK, MICH. 














COME TO 
HARRIS 
FOR COPPER 
EXPANSION 
JOINTS 





STANDARD 
CONCAVE 
AND 
CONVEX 
TYPES 


Cast Iron or 
Steel 
Flanges 

















% Harris Copper Expansion 
Joints protect low pressure and 
vacuum lines against expansion 
and contraction. Made in sizes 
from 4” to 60” diameter. Price list 
and dimension sheet on request. 


ARTHUR HARRIS & CO. 
210-218 N. ABERDEEN ST. 


CHICAGO, ILLINOIS 
Est. 1884 

















hanger boxes as well as general in- 
formation on lineshaft construction 
which will be found helpful.—Fafnir 
Bearing Co., New Britain, Conn. 


MOTORS AND DRIVES—Just 
published is a new 28-page booklet 
B-6029 containing buyers’ data on 
“TLo-Maintenance” motors and “Tex- 
rope” drives. The booklet is designed 
to present a wide range of facets, 
that, in every industry will help 
specifiers and buyers in estimating 
costs, types, and sizes of drive equip- 
ment and motors to be used under 
various operating conditions.—Allis- 
Chalmers Mfg. Co., Milwaukee, Wis. 


WIRE ROPE—Virtually a pocket 
sized handbook on wire rope, this 
new catalog contains information of 
a practical and technical nature in 
addition to list prices and specifica- 
tions of the various constructions of 
wire rope—Hazard Wire Rope Divi- 
sion, American Chain & Cable Co., 
Wilkes Barre, Pa. 


PIVOTED MOTOR BASE—An 
understandable explanation of the 
basie principles underlying — the 
operation of all pivoted drives is 
included in the new booklet and 
should be interesting and helpful to 
those interested in the how and why 
of this type of drive. Price and 
dimensional : information for all the 
various types of bases available for 
different kinds of applications is pre- 
sented—Rockwood Mfg. Co., Indian- 
apolis, Ind. 


ELECTRIC HAMMER—A hand- 
book of portable electric hammers, 
recently issued, is most comprehen- 
sive and illustrated work giving de- 
tails and operation of portable elee- 
tric hammers; their uses, a complete 
list of available hammer tools and 
special pointers on maintenance and 
operation of the tool itself.—Van 
Dorn Electric Tool Co., Towson, Md. 


LUBRICATION IN THE CE- 
MENT INDUSTRY—Uses of this 
firm’s lubrieant in the cement indus- 
try and in gypsum, lime, sand, 
gravel and crushed stone plants is 
just one of the many valuable sales 
tips in this new bulletin. Reeom- 
mendations as to the correct type of 
lubricant to use on various machines 
in the rock industry are given as well. 
—Fiske Brothers Refining Co., New- 
ark, N. Jd. 


COMPRESSORS—A new line of 
industrial compressors and vacuum 
pumps in sizes of from } through 5 
hp. is announced in an illustrated 
catalog covering the complete line 
of type 30 compressors. Catalog 
contains both installation and shop 
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JAEGER "BANTAM" 


(World's Champion 
Light-Weight Pump) 


In a class by itself for porta- 
bility and performance —a 
pump your customers need and 


will buy 
Aluminum Alloy 


$9500 or Semi-Steel 


F.0.B. Factory Complete 
with Engine 

Fastest automatic priming 
small pump on the market — 
tremendous capacity for its 
size — ruggedly built with %-! 
H.P. ball bearing engine of 
electric motor that operates 
from light socket. Distributors 
are making big sales — winning 
new customers. Open territory. 
Write for details. 


The Jaeger Machine Co. 
501 Dublin Ave., Columbus, Ohio 

















TO PLUS YOUR PROFITS 
Here’s the Answer! 






- . 


WITH THE 5 MODELS 
CLEMENTS 


CADILLAC 


BLOWERS and SUCTION CLEANERS 


... you can do a bigger selling job. 
Cadillacs will solve every industrial 
cleaning requirement and are priced 
to meet the demand. 
Write today for our generous 
Profit-making Plan 


Our new 1 HP-2 speed model is a sensa- 
tional seller. Ask for details of its outstand- 
ing advantages. 








WRITE FOR DESCRIPTIVE CIRCULAR 


CLEMENTS Mfg. Co. 


6656 S. NARRAGANSETT AVE CHICAGO, ILL 
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EVERY PLANT IS A 
PROSPECT FOR 


BALL BEARING 
Ole} Se Uae h 


™ 4 





*All plants are interested in saving 
on operation and maintenance. You 
can help to end their loose pulley 
troubles—DAGGETT PULLEYS are 
the answer. They save time, money, 
and replacement delays. Our profit 
margin makes the Daggett line a 
money maker. Get those orders! 


CHICAGO PULLEY & 
SHAFTING CO. 


21 N. Des Plaines St CHICACC, ILL 








PROFIT TO YOU 


Carboloy drill points—harder than the hard- 
est steel—faster cutting than any known 
metal—are “naturals” for promoting a 3-way 
sale. Because Carboloy drills cut concrete, tile, 
brick, etc. 75% faster, they make any rotary 
portable drill perform faster and better. That 
means an easier sale of drill points and drills. 
And they promote greater use of expansion 
anchors because Carboloy points drill cleaner 
more accurate 
holes for rapid 
installations. 
Get full details 
on this astound- 
ing new metal 
nationally adver- 
tised. Your cus- 
tomers will 
appreciate this 
service and you'll 
step up sales. 














CARBOLOY COMPANY, INC. 
11131 E. Mile Bivd. © Deteit, Mich. 


CARBOLOY 
MASONRY DRILLS 
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views of the machines, together with 
complete operating and _ physical 
characteristics of each.—Ingersoll- 
Rand Co., 11 Broadway, New York 
City. 


RUBBER PRODUCTS—In this 
newly issued condensed catalog, 
there are described hundreds of 
mechanical rubber goods and special 
items. Particular emphasis is given 
belting, hose, packing, molded rub- 
ber goods, industrial asbestos fric- 
tion material, rubber roll coverings, 
tank linings and abrasive wheels— 
Manhattan Rubber Mfg. Division, 
Raybestos-Manhattan, Inc., Passaic, 
N. J. 


POWER TRANSMISSION DATA 
—Bulletin 75, just off the press, is 
a streamlined, compact edition of 
power transmission data. In_ its 
twelve informative pages is an- 
nouncement and design data on the 
new Morse round pin roller chain. 
Specification tables and capacity 
curves are given as well. Other 
power transmission products of in- 
terest to plant and production men 
are also featured.—Morse Chain Co., 
Ithaca, N. Y. 


MATERIALS HANDLING DE- 
VICES—A new 172-page vest-pocket 
eatalog illustrates and _ deseribes 
the 176 different materials handling 
devices of this company. Besides 
the line of lift trucks, portable ele- 
vators and container storage systems, 
it shows the newly introduced Bar- 
rett torpedo electric hoist.—Barrett 
Cravens Co., Chicago. 


PULLEYS—New catalog, No. 139, 
shows the company’s complete line 
of V-belt pulleys ineluding variable 
pitch pulleys. Also deseribed are 
step cone pulleys, crown face pul- 


leys, round belt V pulleys and flex- 
ible couplings. Engineering data 
and general information . is also 


given.—Congress Tool & Die Corp., 
Detroit, Mich. 


WATER COLUMNS, HYDRAU- 
LIC VALVES—Two new bulletins, 
one covering water columns and 
gages, the other featuring hydraulic 
valves have been announced. Con- 
struction, operating characteristies, 
dimensions, cut-away drawings and 
photographs make the bulletins com- 
plete in every  respect.—Yarnall- 
Waring Co., Philadelphia. 


WELDING—Among the items 
shown for the first time in this cata- 
log are a new universal welding torch 
with an improved cooling design, 
new regulators, three soldering out- 
fits and a paint burning outfit.— 
Imperial Brass Mfg. Co., Chicago. 
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ATLAS PERFECT 
CAR MOVER SPURS 


PERFECT PERFECT 
SHARP TEMPERED 
EDGES . STEEL 





ATLAS PERFECT SPURS are 
made of one of the strongest 
steels available today. There 
is nothing on the market that 
is any better for this purpose. 


SIZES FOR ALL MAKES 
OF CAR MOVERS 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 No. 30th St. Milwaukee, Wis. 


formerly at Appleton, Wis. 




















I } 





This sturdy, copper-plated filler 
has exclusive Eagle features: 
acetylene welded spout seam; 
spout and handle welded to body. 
New wide mouth filler opening. 
Heavy rolled threads. Seamless 
drawn steel body with double 
seamed bottom. No 
solder. 


No rivets. 


Distributors find added profits in 
Eagle Products. Write for illus- 
trated circular. 


EAGLE MANUFACTURING COMPANY 


Wellsburg West Virginia 
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RVEL 


is the Non-Breakable 
Hack Saw Blade 
that sells faster! 


@Why? Because 
this patented NON- 
BREAKABLE blade 
not only assures 
continuous, satisfac- 
tory operation for 
the life of the cut- 
ting edge, but be- 
cause none other 
has the same 
inherent toughness 
and stamina to 
withstand greatly 
increased speeds 
and feed pressures. 
It is made to meet 
today’s manufac- 
turing problem 
whatever it may 
be. 
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Here are the rea- 

sons: 

1, Genuine 18% 
Tungsten High 
Speed Steel 
teeth 

2. Welded to: 


3. Tough alloy 
steel back 






These features 
provide a blade 
that can be ten- 
sioned tauter—cuts 
straighter . . . that 
keeps doing a job 
clear up to the ma- 
chine’s capacity 
and that is NON- 
BREAKABLE under 
any conditions. 

Use these facts 
about MARVEL High-Speed-Edge 
Blades for all hack saw work 
and you will have more sales 
and make greater profits be- 
cause MARVEL High-Speed-Edge 
Blades are alone in the field. 


Write for circular and get the 
complete story of MARVEL 
High-Speed-Edge Blades. 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People’ 
5753 BLOOMINGDALE AVE. 
CHICAGO, U. &. A. 
Eastern Warehouse and Sales: 

199 Lafayette St., New York 




















backfires 


The Manager’s Page... a meeting ground for discussion of problems 


common to distributors and manufacturers 


the fog of misunderstanding which may exist between the two 


. seeking to dispel 








® Amid all the shouting which naturally 
goes along with rising production curves, 
whopping big orders, and floods of in- 
quiries, we should like to raise one very 
small squeak of warning to the hundreds 
of manufacturers of industrial supplies 
and equipment who market their goods 
through distributors. 

We rejoice, with everyone else, in the 
clatter and bang of plants loaded to ca- 
pacity. No one is happier than we that 
salesmen’s order books are bulging. 

It seems probable that the months ahead 
will see the expansion of demand for indus- 
trial goods to a point where demand 
exceeds supply—a “sellers’ market.” 

Offhand, this condition seems to promise 
a manufacturers’ paradise but it is our 
belief that it is full of pitfalls into which 
the unwary will fall. 

What, for instance, will be the position 
when the bubble bursts of the manufac- 
turer who fills his plant with war orders 
or large-run, direct business to such an 
extent that he is unable to take care of his 
distributors’ needs promptly? The answer, 
of course, is obvious, yet nearly every 
manufacturer will probably be called on 
in the near future to decide his policy on 
this point and some will be unable to fight 


off the temptation to take the gravy now 
and gamble on the future. 

When the kite comes down—as it will— 
what will be the status of the manufacturer 
who has totally ignored the necessity of 
constantly selling his company and _ its 
products to his distributors throughout the 
period when orders were coming in “over 
the transom?” Not only will he be the 
“forgotten man” but he will be faced with 
the job of rebuilding his standing at a time 
when he can ill afford to do so. 

The distributors of this country are 
capable of filling hundreds of manufac- 
turing plants with orders during the 
“boom” which appears to be ahead. Fur- 
ther, when deflation comes, they will still 
be there, doing business at the old stand, 
placing industrial supplies and equipment 
in the hands of industrial users at the low- 
est possible cost. 

Consequently, we urge that every manu- 
facturer, before he yields to the tempta- 
tion for immediate gain or the natural 
inclination to sit back and relax his selling 
efforts, consider the consequences in terms 
of success and profit over a period of 
years including the “boom” years and those 
which will follow. 

Jim CHANNON. 
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